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Our Business Systems 
Department 


You do not have to adapt your system to the Burroughs, 
the machine adapts itself to your system; however, good 
systems are better with the Burroughs. Completely 


economical systems are not possible without it. 


You may not see how you can use the machine. Let us show you. During the past year we have organized a 
Business Systems Department, to educate our present users and the business world at large, in the money-saving 


work of the Burroughs Adding and Listing Machine. 


Some of the cleverest and most successful business men in the country have helped us in devising the forms, 
systems and short cuts, made possible by the Burroughs. 


These are here for your benefit. 


Burroughs , | 
° . ystem is th . d or f h av, 

Adding Machine Co. ystem is the order of the day 

Detroit, Michigan But there is a wide difference in systems—so many you read about, 


in practice become prohtless red tape. 
Please suggest how we can use a 
Burroughs Adding and Listin : 
iat an ‘ew : . e The prohtable kind are hard to get. 
Machine in the work of 
The systems we will show you are the kind in everyday use in some of 
the most successful houses in the country. 


eee eee eee ee eee eee eee eee eee eee 2) 


It will cost you nothing to find out how a machine can relieve you of 


9 yl aml cata the drudgery and worry of handling the details of your accounting 
ere work. 

business which we now handle by We w; , : 

e will gladly map out a suggestion on how to make prohtable use of 


the Burroughs, and furnish you with some suggestions as to forms, and 
effective ways of handling your detail. 


Fill out the Form To-day. 


Burroughs Adding 


It is understood this request places 





us under no obligation “ hatever. 


Name........ sce Debs bbOECOSeaK0 
Street Machine Co. 
isbasebeiddicvtess vsees sees a 





eee Detroit, Mich., U.S.A. 


Office Appliances, Aug., "05. 
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™» “WILLIAMS” 


TYPEWRITER 
TEN YEARS AHEAD OF COMPETITORS 


A Pioneer in the Visible Writing Class—the recognized feature in all 
new typewriiers, and now demanded by operators generally 











| YOU WILL SELL MORE 


Typewriter Ribbons 


AND GET BETTER PRICES 
FOR THEM IF _ 
BE PUT 


A SHIFT KEY means easy operating—more results 

A VISIBLE WRITER means fewer mistakes—quicker work 
A PAD MACHINE means less expense and prettier work 
NO RIBBON MECHANISM; assures simplicity—durability 


THAT’S THE WILLIAMS 


Free booklet tells why. Special price to Agents in unoccupied ter- 
ritory. Machines sent on trial to responsible parties. 


SAMPLES ON REQUEST. — the Williams Typewriter Co. 















































FACTORY: DERBY, CONN., U. S. A. 
DERBY, CONN., U. S. A. New York Office, 317 Broadway Lendon Office, 57 Holborn Viaduct 
A y SELLING AGENCIES IN U. 8. A. 
merican topper O. ATLANTA 3 Edgewood Ave. DENVER, 417 Sixteen St. READING, 42 N. Sixth St. 
BUFFALO 363 Washington St DES MOINES, 616 W. Grand —_ A LOUIS, Benoist Bidg. 
OOo BOSTON 107 Federal St DETROIT 101 Griswold St. ST. PAUL, 340 Minnesota St. 
18 Verona St., BR KLYN, N. , « CHICAGO, 324 Dearborn St INDIANAPOLIS, 227 East Ohio St. — r ato on 508 Clay St 
7 CINCINNATI 415 Main St JACKSONVILLE, 120 W. Bay St. ASHINGTON, 18 F St., N. W. 
TheLargest Maker of Tin Boxes outside the Trust CLEVELAND, Schofield Bldg NEW YORK 317 Broadway WICHITA, Winne Bldg. 
DALLAS 373 Main St PHILADELPHIA, 1022 Arch St. 
MONTREAL, CANADA TORONTO, CANADA MEXICO CITY, MEXICO 
FOREIGN SELLING AGENCIES-—GREAT BRITAIN 
BIRMINGHAM CARDIFF EXETER LEEDS NOTTINGHAM 
- BRISTOL DUBLIN GLASGOW LEICESTER PORTSMOUTH 
BELFAST EDINBORO LIVERPOOL NEWCASTLE-ON-TYNE SOUTHAMPTON 
EUROPE AND ASIA 
AMSTERDAM BOMBAY DUNEDIN, N. Z. LISBON SHANGHAI 
ALEXANDRIA COPENHAGEN DURBAN MILAN TOKIO 
BARCELONA CHRISTIANIA HAMBURG PARIS VIENNA 
BERLIN CAPETOWN KOBE ST. PETERSBURG YOKOHAMA 
BRUSSELS CAIRO 


























The A. B. C. of ae 


Book for 
Loose Leal ~ aaa. 


Bookkeeping Youcanger it 


By CHAS. A. SWEETLAND 
TYPEWRITER CLEANING TAPE 3 = 
SHOWN ON PLATEN rhe Science - Loose Leaf Bookkeeping 
DIRECTIONS and Accounting,”’ etc. 


te the tape in water, then 
ery part is well m« 


nities Giving many valuable suggestions 
a eal to those who have opened, or intend to 
open, a set of loose leaf books 





lantwo minutes 


We refer by permission to the Reminatoe Typewriter 


to, N.Y.. as y be a ntana 
35 FOR BOX OF ONE DOZEN D O l t n OW ! 
ODOC wmanep To ANY ADDRESS 
aciiiiiaiataaiiaesiee ADDRESS CHAS. A. SWEETLAND 
NATIONAL TYPEWRITER NOVELTY CO. SUITE 2, Nos. 2516-2518 WABASH AVE. 
149-151 Church Street CHICAGO, ILLS. 


NEW YORK, : - ° . 
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317 Broadway, 
J. E. THOMAS, President. 








Rebuilt Machines at Wholesale —ilustrated Catalogue on Application 


Special Wholesale Prices om Machines not Rebuilt 





Cylinders Recovered, All Makes, 50 Cents 
TYPEWRITER PARTS-WRITE FOR PRICE LIST 


TYPEWRITER INSPECTION CO. 


Established 1892 
New York City, N. Y. 


A. K. GOODRICH, Secretary. 




















SOMETHING NEW 


Stenographers’ Note Book Holder 


PATENTED 













ROD TURNS IN BASE 


“Holder 


m to plate 


Standard ’ \ 


ud 


ase 
Movable Base 
Will not 
ne kel plated 


Arm Closed in any positio 


Machine 


Clamp 


You Can 


Sell This NOTE 


@) | _ 
4 xpress 
sf te 0 charges bot! 
eurcesane: ‘o, Note Book charge , 
STAND .-¢ ways allowe: 
COMPAN* 4 Hold r ify 
60 WABASH A\ a. € rere 
CHICAGO, ILL v4 , 
‘ 4 promptly to 
Please send ‘2 doz. at regular | f 
dos. rate subject to approval, ve, re —e rst 
also quote prices and send circulars é order 
FIRM . , vw. 
STREET 
CITY... 


STATE 





Sells subject to 
Ten Days Free 
Trial. :: Price 


$2.50 


is snapped 
en to cover of book 


Note book is hooked 


Consumes no valuable 1skK room, 


vibrate I very 


“Automatic” Model No. 3 ae 
sli 





Arm Open 





Note book can be brought to 


any location desired to suit 


EYES and LIGHT 


Movable 


mp extra. 


base on mac } ine 


Will remain s 























DON'T LICK STAMPS 


DON'T LET THE OFFICE BOY LICK 'EM 


No need filling your mouth with impure, 
poisonous glue, which is bound to injure 
your health, and often cause even death 


the National Mail Stamper 


f 3" sae 


Cut about 
one-third 
actual 

size. 







With 2000 Capacity per hour, saves time, 
money and health. 


Better than a sponge cup, and a hundred- 
fold quicker. It’s a mechanical reproduction 
of the human tongue and finger and its work 
is infinitely neater and cleaner. A simple 
durable device that cuts, moistens and 
sticks stamps of any denomination in exactly 
the proper place on envelopes or post cards 
alike. Your correspondence stamped by 
hand will show half the stamps on crooked 
The envelopes will be soiled and blurred 
Such a letter creates an unfavorable impres 
sion. Start two boys to work. The boy with 
the NATIONAL will stamp ten letters, while 
your other boy, his mouth full of mucilage, 
his fingers gummed and soiled, is sticking 
one. Its reliability is guaranteed 


THOUSANDS NOW IN USE. 


STICKS STAMPS ON STRAIGHT 
STICKS THEM ON TO STAY. 


Saves hundreds of dollars wasted annually 
through stamps carelessly applied to mail 
matter and lost Has everything to recom- 
mend it, nothing to condemn it. 

Clean. No gum on tongue or fingers. 
No soiled envelopes 

Rapid. Its speed is ten times that of 
a person stamping by hand 

Accurate. Every stamp, no matter what 
its denomination, in its proper place 

Durable. Heavily plated metal parts 
non-corrosive no wheels or intricate 
mechanism to get out of order. 

Reliable. Reliability guaranteed. Stamps 
never come off. Each one properly placed 

Simple. Easy to operate, sure of results. 
Any boy can run one 
Makes the Stamping of Mail Matter 

Rapid and Easy. 

Also has a simple sponge device with which 
envelopes may be very quickly moistened 
and sealed 


Price, express paid, $10.00 


HERE IS A QUICK SELLER BECAUSE IT FILLS 
A LONG FELT WANT NEVER BEFORE SUPPLIED 
AGENTS WANTED 
all over the U.S. Cood Terms. 
” a 
The Wright Manufacturing Co. 


105-107 Reade Street, NEW YORK 


base, 
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MANUFACTURE R Ss! Here are six important facts regarding the 





Second Annual 


Office Appliance & Business 
System Show 


COCHRANE & PAYNE 








Management= 








MADISON 
SQUARE 
GARDEN 
NEW YORK CITY 


October 28th 
to 
November 4th 
1905 








MADISON SQUARE GARDEN 











1. This show is NATIONAL in its seope. Every section of the country is represented 


among the exhibitors and IN THE ATTENDANCE. 
2. If your goods are demonstrated here thousands of PROSPECTIVE BUYERS will see them. 


The dealers, many thousands of whom also attend, will be quick to take advantage of the DEMAND 


thus created for them. 
3. This show has paid hundreds of exhibitors and it will pay you, unless you are afraid to havo 
your goods compared with others. 
1. Every progressive manufacturer of OFFICE APPLIANCE goods will have an exhibit here. 
5. This show is already assured of being the BEST and MOST COMPREHENSIVE office ap- 
pliance exposition ever held. 
6. But 25 per cent of the total exhibition space now remains uncontracted for, and that is 
being rapidly snapped up. That proves the value of having your goods displayed here. 


Write or wire NOW if YOU want a good location. 





For Particulars, Diagrams, Etc., Address 


OFFICE APPLIANCE & BUSINESS SYSTEM SHOW CO. 
1734-1735 Park Row Building NEW YORK CITY 


Long Distance Telephone, 5939 Cortlandt 
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Office Appliance 


[= land [ 


Business Systems Show 


Cincinnati, Ohio «& September 11-23, 05 























10 A. M. Excursions 
to From 
10 P. M. All 
Directions 


Daily 


(Sunday Excepted) 








Music Hall and Exposition Buildings 
@, The object of the Office Appliance and Business System Department of the Great Fall Ex- 
position is to afford an opportunity to the thousands of merchants and manufacturers of Cincin- 
nati and the surrounding territory, to familiarize themselves with modern business methods, sys- 
tems and devices for obtaining the greatest possible results from the least expenditure of time and 
money, in conducting their business. The Department is open to every office fixture, appli- 
ance, device or business system of practical value in existence. 


Application for space should be received at once. For floor plans 
and further information address Office Appliance Department 


Merchants’ and Manufacturers’ Industrial Exposition 


Long Distance Telephone Cable Address 
Canal 2739 Music Hall, Cincinnati, 0. * Exhibits’’ 
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Are you interested in the selling question P 
Then come to the 


Advertising Show 


The Coliseum, Chicago, October 11 to 18, 1905 


It is a “Clearing House” of ‘Selling’ Ideas 





@, Anybody can make goods but 
it takes a good man to sell them. 
Anybody can sell them if they are 
properly advertised. It is ‘or this 
reason that advertising is the most 
potent force in the world today. It 
is the creative element in business. 
@, If you feel that you are not get- 
ting as good results from your ad- 
vertising expenditure as you should, 
come to the Advertising Show, and 
you may find just what is needed to 
put compelling force in your adver- 





? % 
a 


Me 





tising. 

@, Everyone appreciates the value 
of advertising, but everyone does not know the relative value of various methods. Come to the 
show and see the many ways advertising men have devised to make advertising help sell goods, 
and you will have a firmer hold on this great creative force. All methods andsmediums which 
make for publicity will be demonstrated, such as Printing and Lithographing in all their branches, 
Engraving, Machinery, Publishing, Advertising Agencies, Calendars, Signs, Leather Goods and 
Novelties in endless variety. 

qj, It will be the greatest educational opportunity ever offered advertisers. Lectures on adver- 
tising topics will be delivered every day by some of the most prominent and successful advertisers. 
@, If you want to see all that is of most value in advertising, come to the show. A hearty wel- 


come awaits all who are interested in advertising in any way. 


Advertising Show Company, 55 Lake Street, Chicago 


Geo. F. Parker and J. L. Bieder, Managers 





A special invitation is extended advertising salesmen 
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Shipping Receipts Billing and 
Bills of Lading Charging 
Factory Ord Packing Lists 
and cost Salesmen’s Orders 
Requisition and Estimating 
Purchasing and Inquiry 
Mail Orders Branch Office Reports 
Cash and Department Stores 
Charge Sales Systems, Etc. 








The Autographic Register 


@ Performs in a single operation what ordinarily requires from two to six. @ Ease and rapidity of oper- 
ation offer a still further saving in time and labor. Printed forms and supplies required to maintain, 
cost less than hooks or flat systems. @ Can you not see the money value of the aggregate total of these 
savings! 4 Always ready for use. 4 No handling or adjusting of carbons each time a bill is made out. 
@ Firm writing table guarantees clear carbon copies. @ Affords a simple and convenient method of 
filing which enables the instant location of the records of any past shipment.“ @ Completely does away 
with poorly indexed, bulky record books. € Completely eliminates the danger of losing valuable records 
and renders impossible their examination by curious outsiders. Record forms consecutively numbered 
are furnished at no increase of cost over unnumbered forms. The Autographie Register is always ready 
@ Its magazine holds an ample supply of the printed forms in use, which can be quickly 
q@ The Autographic Register is manufactured in forty styles which per- 
We also manufacture automatic binders, transfer binders 


for instant use. 
and easily renewed at any time. 
fectly fill the wide range of varied requirements. 
and all styles of loose sheet holders, manifold books and loose leaf systems for use on typewriter, or with 


pen or pencil. 4 We do not ask nor do we desire an order until we have demonstrated to your satisfac- 


tion that our systems 


Will Save Time, Labor and Money 


@ All we ask is that we be allowed at our own expense to demonstrate the time and labor saving value of 
our systems, 4 Won’t you write us particulars regarding your present shipping and billing systems’ We 


will study it carefully with a view of suggesting money and time saving changes. 


We Will Submit Our System to You for Approval 


q@ If you don’t like it, don’t adopt it, but at least ‘earn what we ean do for you. It’s a service we offer 


you free. Your letter is merely a request to see our goods. It need express no desire to purchase. @ Our 


three large plants located at convenient points insure prompt and personal attention. 





Address the office nearest you 





The Hamilton : : The United 
Autographic Register Co., ps haps ” Autographic Register Co., 


HAMILTON, Factory: Hoboken, N. J. 85, 87 and 89 West Jackson Boulevard, 
OHIO. CHICAGO. 




















ith the KEX the Cover 
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W. R. FOX 


PRESIDENT AND 
GENERAL MANAGER 


FOX TYPEWRITER COMPANY 
GRAND RAPIDS, MICH 


OFFICE APPLIANCES 
See Page 29, Aug., 1905 
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PUBLISHED MONTHLY BY 


Geo. H. Patterson 
Edward C. Thurnau 


And Devoted to the Interests of all MAKERS 
USERS of Office Devices 


SELLERS and 


INCLUDING THE 


TYPEWRITER JOURNAL and OFFICE SYSTEMS 


HOME OFFICE 


Eastern Office: 265 Broadway, New York 


Subscription Price 
(In the United States, Canada and Mexico) 


Foreign Countries 


Remittances should be made by Draft 


Registered Letter made payable Publishers Office Appliance 


ADVERTISING RATES 
given on application 


Forms close the 25th of the month preceding date of issu 


VOL. 2—No. 3 AUGUST, 


rHANKS, THANKS, THANKS! 


I'rom the dozens of letters congratulating 
the publishers of Orrice APPLIANCES fot 


their efforts in producing a magazine of in 


formation and learning for the office ap 


pliance field, we have received ample Sat 
isfaction for our trouble in meeting the 
wants of the special trades to which thi 


paper caters particularly that of the type 
writer and affiliated lines. 
Our last month’s supplement is one tha 


Republic Building, CHICAGO 


$1.00 per year 
$1.50 per year 


Express or Postal Muney Orde 


€ 


1905 


t 


was appreciated, and will be found nicely 


framed in a large majority of the type 
writer offices of the country. 
The pleasure is ours, in being able to dis 


something worthy 


and we hope to 


11 


tribute 
a supplement, 
other short] 


tl i} 


offer an 


TO THE MANAGERS OF MEN 


If you are acting th part of general Sale 


1 


r district manager for some office appli 
ice be t\ pew ritet adding machine oO 
other device, vour chief aim should be 


keep your men_ enthused. Enthusiasn 


comes from a belief in the gor xls represente: 


of being called 


] 


and sincere regards for the house for which 
one works 
[his enthusiasm, with some men, is very 
hard to maintain Some fellows are tov 
skeptical, and have to see and understand 
all the compal v's business be fore they have 
faith « oh to take your statements 
pal 
Several means are offered to stir this 
necessary encouragement in your men, and 
st of the cost 1 viles of dollars, ti 
effort 
Woul Mr. Manager, take advan 
tage of an opportunity to increase your 
ilesmen’s abilities, their selling average, 
‘ ct rem 


OFFICE APPLIANCES 


[his opportunity has been at your door 
for months, and many of you have failed to 
take advantage of it, simply you 
failed to grasp the importance of the offer, 
or perhaps the sincerity of the statement 
in offering this assistance. 

OFFICE APPLIANCES, the magazine in 
hand, Mr. Manager, is going each 
month to more men in 
than any other publication 

In fact, there is no other publication like 
it, nor is there one that you this op 
portunity. 

The publishers of Orric—e APPLIANCES 
will report for you the doings of your or 
ganization each month, without partiality, 
without favoritism. 

Orrice APPLIANCES will report the 
made in your organization from 
and encourage “the boys” to 
ereater and better work 

This publication offers its 
for the discussion of trad 

| topics, and illustrated 


eTa 


becaus¢ 


vour 


mers 


changes 
time to time, 
‘ ‘ all 
pages to all, 
matters and gen 
7 

articies are en 
ouraged. 

There is NO ( 


The results are 


for this service. 


HARGI 


Te nfold 


No “house organ” has the influence with 
your salesmen as would a general pub 
lication known to circulate among the trade 
al large 

The only effort it will cost you to receive 


the benefits of such a medium, will be an 


occasional moment to take the trouble to 
advise us of the happenings in your fore: 

\ two-cent stamp will bring a bunch of 

Now, Mr. Manager, let us have your 
early contribution. 

Make the effort once and ri ip the re 

l¢ 

x * 
ENCOURAGE YOUR MEN TO 
ENCOURAGE US 

Much valuable information is contained 

in one issue Of Orrice APPLIANCES. Twelvs 


times the value is included for the year, and 
vith many of our readers, from their own 
statements, they find a year's subscription 
value in any one issue. 

We are offering a 


than the average of its 


far better 
the small 


avaZinc 
= ] : . 
Kind Io! 
single subscriptions 


omparison of this ue of 


will re veal more 


sum of $I a 
\ 
\PPLIANCES 
erest to the 
ippeared in any other publication, not 
excepting the original issues of th 
cation produced by Mr. Patterson 
We don't intend to stop here, 


l 
1Ss (OFFICE 


news OT 1n 
~ type writer man 


eithet 

* * * 

NOTICE 

The Publishers of OFFICE APPLI- 

ANCES are desirous of securing regular 
contributors to these columns, for both 
reading matter and general news items. 
We shall be pleased to enter into negotia- 
tions with parties in the various cities of 
the World, to act as our correspondents. 
Address, Editorial Department, 


OFFICE APPLIANCES, 


The Republic, Chicago, Ills 


DON’T WORK BY THE CLOCK 


Someone, somewhere, at some time, said, 
“The man who never does anything he isn’t 
paid for never is paid for anything he 
doesn’t do.” This applies particularly to 
the man who works by the clock. Even if 
your business hours are from 8to 5 don’t 
leave your hammer in the air with the nail 
only half driven when 5 o'clock comes 
around. Except for very extraordinary 
reasons always finish a job when you once 
tackle it. 

It isn’t hard to select a man who really 
works for the interests of your business. 
You can generally find that out by seeing 
who is the last to leave your place of busi- 
ness. 

The man who works only for the money 
there is in it each week is a man who is a 
stranger to interest and ambition and unless 
he knows both of these he is very certain 
not to receive an introduction to promotion 
and success. 

Real interest taken in any proposition will 
sooner or later attract attention from some 
quarter and meet with a just reward. 
Ninety out of one hundred business men 
will give preference to a man who proves 
that he wants promotion, but the only proof 
they accept is a demonstration on his part 
that he is really interested in the success of 
their business, 

A look into the biographies of successful 
men will invariably show that in their early 
days they worked both early and late, as 
well as earnestly. 

Better work late while you are young and 
able than be obliged to assume night hour 
duties when you should, because of your 
age, be able to retire altogether. 





CHICAGO AS A CONVENTION CITY 


For the past few years business men of 
Chicago have gone to sleep on the “conven- 
tion business,” and the result has been other 
cities of the west, who made strenuous and 
systematic efforts to secure the various con- 
ventions, have been more or less successful. 
This, of course, has diverted many a dollar 
from Chicago. 

As a matter of fact Chicago is one of the 
most ideal conveytion cities in the world. Its 
facilities in the way of convention halls are 
unexcelled. There are a score of small au- 
ditoriums, while the Coliseum and the Au- 
ditorium are large enough to accommodate 
comfortably even such enormous conven- 
tions as those given by the national political 
parties. 

Furthermore, Chicago is exceptionally lo- 
cated and its unequaled railway facilities 
make it one of the most accessible cities in 
the United States. Climatically Chicago also 
has an advantage for summer conventions, 
because there is not a cooler city of any 
prominence in the United States. 

The Chicago Commercial Association is 
making an active effort to impress upon va- 
rious organizations the many advantages to 
be derived from holding conventions in Chi- 
cago, and it is said this association is plan- 
ning to erect a building to be known as 
purely a convention hall. 
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THE TRIALS OF A SALESMAN 


There are occasions in the career of a 
salesman, no matter what he may be selling, 
when he finds that it is impossible for him 
even to get to see the | who 
the buying. He may call after 
month after month, and on each occasion 
his card will come back to him with the p 
lite remark, “Thank you for the call 
nothing wanted today.” 

Some buvers are hedged round with safe 
guards in the shape of portentous railings, 
and “a smart aleck” of an office boy, who 
bluntly ejaculates, after glancing supercil 
iously at your card—‘“ Nothin’ doing today.” 
You may attempt to browbeat the sallow 
youth by putting on a very lofty air and 
saving: “How do you know? Just take 
my card in to the manager and tell him I 
wish particularly to see him on an impor 
tant matter.” 

He may give a haughty smile, turn on his 


eTsoOnNn dow 5 


time time, 


heel and vanish behind a door, only to re 

turn a few minutes later, with your miset 

able bit of pasteboard in his hand and semi 
| 


politely murmur: “Mr. Slowcombe is very 
busy today and cant see you. Will vou 
please call some other time?” 

“Did you give him my message 

“Yessir.” 

“Did he say when I should call! 

“No, sir.” 

“When is he most at liberty 

“Most any time—but he’s a awful 
man—and he don’t want nothin’ in your lin 
I know.” 

“How do you know ?” 

“Well—there 

“Are you sure?” 

“Sartain I’m sure!” 

Then you turn on your heel disgusted 
and come back a week later to meet thy 
same silly grin and the same old lie for an 


busy 


he said he didn 


wr Ss | 


excuse. 

How to reach that man is the problem. It 
may be if you could get to see him 
might sell him a bill of goods in spite of 


his office boy! Calling at irregular times, 
- ~ 


vou 


when another boy was on guard often 
elicited the reply: “Mr. Slowcombe is out 
will you please call again?” And you 


highly) 


once MOTT 


meet your 
( fice bov. 


back only to 
friend, the 


come 


esteemed 


DODGI! 


WORKERS 


tried t 
ingenious 


salesmen, | know, have 
this difficulty by an 
“dodge” 
They have printed most 
bearing in beautifully en 
man 


and his 


Some 
overcome 
dodge—for 
characterize it by 
elaborate cards 
graved characters their names ( 
I knew rejoiced in a double name 
card bore the magic legend 

“Henry Fordington-McClellan.” 

It might have been the card of the mayor 
of New York, or the Lord knows who. The 
hyphenated name in old English characters, 
without address or business, he 


is the only name I can 


me 


deci: res 


won him many an interview. 
“And when you got 
say?” I asked. 


was the reply, “] 


insich 


“Say?” told hin 


ripS BY A TYPE TAPPER. 


resented the Blankety Blank and had b 


trving to get an interview for months 
had failed I used n privat card 1 ret 
five minutes’ talk.’ 

“And did he give you the time 


“He couldn't help 
and went over all | 
‘And did you sel 


‘No—not that time—but I'll still kee 


after him!” And he’s trying yet—and in 
my opinion is likely to. I personally doubt 
whether any business man likes to be ap 
proached under false pretenses—some may 
not mind it, but | am somewhat dubious 


myself whether subterfuges of that kin 
really pay in the long run. I should like t 


hear the views of some of my brother sales 
men, whether it is the better plan to ap 
proach a prospective buyer under your own 
name, or that of the firm you represent 
I knew one man who obtained interviews, 
when his firm’s name failed, by sending in 
his private card of “Dr. So-and-So.” H 
had passed a medical examination in an 
other Was it good business policy 


to obtain an interview as a doctor and try 


7, 
State. 


to sell the victim desk, carbon paper or ma 


chines It might be smart—but could 
any respectable firm put up with it for long 
Gaive me your views, brother salesmen, 
please 


FORCING A 
know other 
plan to make 
terviewed the 


RIAL, 
who h ay 


sales. 


hen | 
tried another 


salesmen 
} manager.r, talked hu 
deaf, dumb, and it idiotic as 
to the merits of the machine they represent 
wound up by 


Ave 1! 
blind, may be 


and finall saving: 


“And now, sir, I'll send you down one of 
ur machines and ucan give it a good 
trial 

‘You'll do nothing of the kind.’ 

“Why not, sir? It is only a matter of 
business with us and no obligation to 


“That may be—but when I want to mak: 


an exchange I'll send for 


re you.” 
| be in a much better position to 


ruddy f the merits of our machine after 
you have seen it and worked it.’ 

“That iv be, but I’m not in a position 
to make r cle il vet du 

But vou wouldn't mind looking at it 

“Well—perhaps not—but I'll call at your 
fhee and see it.” 

etter have one down here and t t 

Pos lv no! Not vet 

a tiv Ssaiecs in goes hom«e puts 
my OT I ichine and next d ( 
com] es it to the off Ile enters witl 
the machine under his at isks to si 
manager and savs 

Becuse 1 hut I had a whine in 4 
buile Nn which 1") & ng to take tft it} het 
office d thought perhaps ud t 
see if 

T dich vant to see t 
ch ( 

S 1 did—s ul d, but I d t 
hy © +} ‘ nn pose tor +7 Se 
[ was | nd ft oht er! S 
( | i mute 


I iW today 

Yes, | know that, but ly 
vhips the cover off th chin 

ing the salient points of it t 
his best to get the lan interested lf 


succeeds he leaves the machine o 
f nterest he thanks the 
the 

s arm again and going outside the d 
lL, 


Lica > 


, ' 
11S tO @VOK 


a 
his trouble, slips machine 


; 


inds it over to the 
green and pastures n 


waiting boy and 


; 


ff to seek “hel 


I have known this policy to work wel 
time, but only for a short time. The bus 
ess man soon gets onto its curves, and s 
f them, to 1 knowledge, have resent 
he matter s 1 as to order the s 

man to take himself and his machin 
the office in double quick time 
\fter all, it ma be the ror d old cent 


anly, orthodox way of introducing 


goods is the better plan, more especial 


the firm you rept a substantial 


al tion. Persistent, ever 


reputable org 
lasting, regular « 


Is backed up by the “‘s1 


lent salesman ittractive, well writte! 
finely printed circulars two or three times 
week will do the business and get the 
troduction. After that, if your goods 
up to your representation, and the pric¢ 
eht, regular sales are bound to be the 1 
DIFFICULTIES IN CANVASSING. 
There is another difficulty which 


salesman often meets with in the larg 
ies, and that is « 
nes. Every building of 


York at all events, 


the large build 


Bae 
assing 


any conse que rit 


New and maybe « 
vhere, has a notice warning peddlers, be 


agents and canvassers generally from 
through the buil lhe 


] Danae 
eievalor mel 


e strict orders to stop any one w 
the observe to be canvassing. \ be 
t rcel, a bag, o1 ing to and from the d 
nt floors al ne of these things 
e to give a salesman, and he y 
issuredly be s v and ordered out 
the building bef he has gone very fa 
When it is re that some of the rs 
fice buildings in New York take f1 
to 6 days to properly canvass, one will re 
understand how important it 
lve” tl evator man. 
lo canvass an office building the s 


should have about him no evidet 


business: sl carry y in 
, , , 
nds. He should enter the lobby brisk 
: t tin rv board vl us 
+] | 
“4 » S room nu HeTS 
f the t ts. pick out s 
' , 
the toy then Ke ( 
' ‘ 
the elevat | 1 are roi ‘ ‘ 
| T d I _ 1) MT b 
t twent ( vhate vet 
+ 1 
i\ be + you W ar ¢ 
ell away 
\) react GO or d signat | 
S enter f nediatel 
hesitate, or tl n WwW 
‘ il l ‘ Vh cl Vou W 
ed \\ 
; | ; 
wn 





vator man and try to get into another of- 
fice before he sees you, or he may shout, 
down,” and then there will be noth- 

g for you to do but to go down and out, 
returning some other day to take the other 
floors. Provided you can escape the eagle 
olance of the elevator men, it is fairly easy 
to work the large office buildings. In some 
face the elevators, and then 
the salesman has to be especially careful. 
In other buildings the stairs almost sur 
elevators and in going from floor 
man may catch you.” 


Going 


ing 


the office doors 


round t] 
{ 4] ti 


tv Tin ine bog \ 


Once you are stopped the elevator men will 
know you and then you will have “troubles 
of your own” in canvassing there again. 
In the dry goods districts where there ar« 
lotts. « nnected direct with the elevators 
ind without halls, it is simply impossible to 
go from floor to floor. The only feasible 


plan I have found is to go one day, say to 


the tenth floor, and then drop to sav the 


fourth. Next day take the ninth and fifth, 
and so on, one day taking even numbers 
and the next day the odd numbers. Often 
the “colored” elevator boys, who are th 
most strict, will catch on to your game and 
tell you no canvassing is allowed. 

I knew of a salesman, who was canvass 


ing a large building in New York. H« 
had successfully dodged the elevator men 


~ 


and had gone through several floors, but 
on coming out of one of the offices he al 
most ran into the arms of a uniformed of 


ficial. He intuitively thought the game was 
up, but putting a bold face on the matter, 

man and entered another office. 
On coming from this, again he came face 
to face with the office: 


“T can't allow it. sir.” said the man. 


OFFICE APPLIANCES 

“How do you know I was canvassing? 
I was simply making calls—I’m not selling 
anything.” 

“You're calling on our tenants and they 
object, so you come out with me at once.” 
“But, my dear fellow——’” 

“It’s no good, sir, you called 
perintendent’s office and he telephoned down 
to me to stop you at 
for yours, sir.” 


in the su- 


once—so it’s outside 


And outside he had to go and the officer 
watched him away and the elevator men 
“spotted” him so much that he has never 


cared to canvass that building again. 

Another case I heard of was that of a 
salesman, who went in and out of a build- 
ing several times. At length the “starter” 
stopped him. 

“T can’t allow you to take that elevator,” 
he said. 

“Why not?” queried the salesman. 

“You're canvassing,’ exclaimed the ele- 
vator man, “and it is against the rules.” 

“But I was customer on 
the tenth floor ou can’t 
stop me from going to see my customer.” 

“T can stop you from canvassing and you 


going to see a 


here's my card. \ 


are not going up in this elevator.” 

Harder and louder words followed. At 
length the salesman, accompanied by the 
starter, went to the tenth floor and inter- 
viewed the customers. Thev confirmed the 
salesman’s story and the starter retired rec- 


ognizing that for once he had made a mis- 
take. On leaving the building the salesman 
saw a lawyer friend and laid the case be- 
fore him. The upshot was that proceedings 


were instituted against the agents of the 
building and they were so “flabbergasted” 
that they apologized in the meekest way, 
ve the salesman a letter authorizing 
him to enter and any building in 
the city over which they had control. The 
salesman was advised that he had a splen- 


and 


y 
; we 


Canvass 
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did case and could have secured heavy cam- 
ages had he cared to press the suit. 


OFFICE BUILDING RIGHTS. 


‘rom this it is an open question whether 
any of these men really have the right to 
prevent you from canvassing. A good plan 
of course, and perhaps the best, is to go to 
the superintendent of the building, give 
him your card, tell him what you wish to 
do and get his permission to canvass and 
then you will be all right. 


MORE “GRAFT.” 


Some salesmen I know have a quiet talk 
with the starter, give him a cigar now and 
again, and some go so far as to supply him 
with postal cards addressed to them. 
Every time new tenants enter the build- 
ing, Or a machine comes in—the starter 
places the number of. the room on the card 
and mails it to the salesman. If a sale re- 
sults, the starter may get what he deserves, 
a dollar. It pays to keep in with the starter, 
or elevator man of a large building, and 
if the salesman has these men on his side, 
he will stand in little fear of being stopped 
when canvassing. 


SMALL SALES LEAD TO BIG ORDERS. 


There are numbers of typewriter sales- 
men who seldom try to get orders for rib- 
bons, carbons, desks, paper, chairs and other 
office appliances. Some say whilst they are 
wasting time trying to sell a book of a dozen 
ribbons, they can sell a machine. Other fel- 
lows I know, make quite a nice little com- 
mission every month from the sale of sun- 
dries. All, of course, is grist that comes to 
the mill, and these “office appliances” should 
not be overlooked. Many sales of machines 
are made through the introduction of a 
cheap, good line of ribbons or carbons—so 
watch out! 


A TYPE TAPPER ANSWERED 


‘Allow what?” exclaimed the salesman 

“Canvassing—you are canvassing—it’s 
against the rules and you must please go out 
of the building. 

I believe every tvpewriter salesman has 


treatment set forth in the 
opening paragraphs of your article on “The 
Trials of a Salesman,’ which appears in 
your June number, and knows what it is to 
lose a sale on account of the fanciful whims 
of some stenographer, or what is worse, lose 
because the “$6.00 to $10.00 per week 
stenographer” has sold her influence to some 
salesman, either for theater tickets, a box 
of Lowney’s or a cash consideration. 
Your article the question, “Will the 
man ever have courage enough to 


experienced the 


if 


ask S 


business 
bu 1 typewriter on his own judgment 
rathe han on the recommendation of a 
prejudiced, graft-hunting, inexperienced 
ype and I want to express an en 
phati Yes’ as a reply to that questi 
\lv fundamental reason for believing th 
because I believe that RIGHT must 
te] l and it needs no argument 
ve that at the present time this met 
or o busines ill wrong 
that 1 condition exist 
S t s proves that f 


is paying out the money, buys an inferior 
machine at a long price, simply because he 
does not investigate the matter sufficiently. 

Now I believe it is a positive fact that 
a salesman who has a thorough understand 
ing of his business and has sufficient ability 
to secure an with the man who 
does the buying and who can thoroughly 
machine, in the vast ma- 
an entirely different 


audience 


demonstrate his 
jority of cases, can put 


aspect upon such a deal as you illustrate. 


Any business man who is looking to his 
best interests is willing to listen to any 
salesman who can tell him of a way to in 
crease the efficiency of his office force and 
reduce his operating expenses, whether 
those expenses consist in the correspondence 
end of the business or in other branches 

Such a condition as ed as 
existing in th tvpewritet business 1s the re 

t large of thi etl Ss ¢ | ed by 
the salesmen th se] al it t ndi 

ns are 1 to be dey red, 1 e 1s to 
e | the typ ( lesm«e 

What wa tf men ill 


lend dignity. to the business ; men who thor- 
oughly understand their calling and are en- 
gaged in it for a definite and specific pur- 
pose, not simply as a means to an end. 

[ distinctly reoall a deal with which I 
was connected; where a certain firm be- 
came interested in the machine I was repre- 
senting, simply on account of our asser- 
tions that we could reduce the cost of type- 
written work in their office. We made these 
assertions so positive and backed them up 
with such a demonstration of our machine 
that the head of the firm purchased without 
in any way consulting his stenographers. 
It was simply a case of cheapening his let- 
ter writing and he distinctly stated that any 
of the stenographers who could not at least 
keep up to their previous records would be 
replaced with others that would. When 


this position is taken by the purchaser, he 
not only secures what he considers the best 
after a careful examination, but the operator 
soon falls in line, too, and in the case re- 
ferred to, the judgment of the manager 
was soon verified. 

The questions raised in your article re- 
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garding the advisability of a salesman mak- 
ing a personal canvass of his territory, and 
also regarding the salesman who boasts of 
never placing a trial, it would seem were 
hardly worthy of serious consideration. 

Lasting success never comes to any one 
unless he works for it, and the typewriter 
salesman who expects to get orders con- 
tinually from friends, or the salesman who 
boasts that he never places a machine out 
on trial, are the fellows whose orders are 
largely in their minds. 

There is nothing in the world that will 
take the place of hard work, and while it 
is true that an occasional salesman may be 
selling a machine, which by reason of some 
predecessor’s hard work may have the pres- 
tige in his territory and therefore be get- 
ting orders comparatively easily, it does not 
by any means follow that he can expect 
such conditions to always exist. He will 
wake up to the fact some day that some 
hustling competitor HAS BEEN working 
the territory HARD and that the orders 
which he used to receive from friends and 
without trials are gradually slipping away. 

If the time ever comes in the typewriter 
business when by any sort of a combination 
of manufacturers, the same volume of busi- 
ness can be secured by any other means than 
hard work .on the part of salesmen, these 
companies will discharge these high salaried 
salesmen at once and use their salaries to 
pay dividends. 

The question of what to do on rainy days 


OFFICE 


In marketing of office utensils there is a 
condition which does not obtain in any other 
field to the same extent. It is this: much 
of the distribution of the product to users 
is accomplished through agencies under the 
direct control of the general organization, 
following what is commonly known as the 
branch house system. This is notably true 
of a considerable proportion of the various 
writing and calculating machine, office fur- 
niture and business system manufacturers. 
A branch store is placed in each commer- 
cial center for the development and trans- 
action of business in territory naturally 
tributary to it. So manifestly adapted to 
this method of marketing are some com- 
modities that the desirability and propriety 
of that system cannot be doubted. Many 
others, by their very nature, will in all prob- 
ability, find their most economic channel of 
distribution through the general dealer in 
office devices and stationery supplies. 

These two conditions are apparent to even 
the casual observer. It apparently is the 
customary belief that they are widely diver- 
gent and different proceedings. A care 
ful analysis of the subject, however, indi- 
cates that this is not necessarily In 
the first place, each of these organizations, 
whether a dealer or manufacturer's selling 
agent, has for its prime object the sale of 
the manufactured product. The prosperity 
of the enterprise is determined by the suc- 
cess with which this is accomplished with 
relation to the extent of the business trans- 


so. 
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is an important one, and yet it seems to m« 
that there is only one answer. In the first 
place, the salesman who thoroughly knows 
his territory does not find enough hours in 
the day to spend any of them in the way 
you suggest, and if he has his territory 
so thoroughly canvassed that he has no one 
to see on a rainy day, the thing for him to 
do is to enlarge his field of operations. 

The writer of this article has cause to 
remember a lesson which he learned years 
ago when he was selling another line than 
typewriters. I was working the trade of a 
certain city and had a possible customer 
among others, for a carload of wrapping 
paper on which I would have made a good 
commission. 

Other business detained me from going 
the second time to see this particular cus- 
tomer until about 5 p.m. It happened to 
be raining and was just the time of day and 
the kind of weather when excuses will come 
readily to mind, so I deferred my visit until 
the next morning and then found to my 
sorrow that the order had been placed with 
a competitor, who I did not know was in 
the citv, but who evidently was not afraid 
of a little rain, as he wrote up the order 
about 5:30 and at a price I would have been 
glad to have secured. 

A lesson of this kind is one that a sales 
man seldom forgets ; it ought to work a per 
manent cure and the case referred to did. 

I fully believe that the reason a great 
many salesmen find time hanging heavily 


the reason so many 


and 
can be found at ball games in the summer 


on their hands, 


and matinees in the winter, is that they d 
not properly systematize their records of 
possible customers in the territory they are 
working. 

If a salesman has a proper record of ever 
typewriter user in his territory, he can a 
any time when he is in a quandary as t 
who to call upon, find some one on his list 

Because a certain man has said “no” a 
half a dozen times, he does not always mean 
that he will say “no” when you ask him the 
next time. A great many men “no” 
when just a little more pressure and a lit 
tle more perseverance would bring 
A salesman never knows when he loses an 
order how near he has been to getting it. 

The president of a large 
stated to the writer less than ten days agi 
that he had never found it so hard in all his 
business experience to find really capable 
men as at the present time. Probably the 
principal reason for this was that this cor 
poration was in need of a larger number of 
capable men at that time than ever befors 
But this statement simply reiterates a fact 
that world itself, that the 
principal need in the business world to-day 
is the need for MEN who can accomplish 
who somehow 


; 


Say 


“ves 


corporation 


is as old as the 


things on their own initiative ; 
get the things done, regardless of the ob 
stacles and get it done in the right way. 


C. B. Hamicron. 


APPLIANCE SELLING METHODS 


acted, the expense of selling and the de- 
sirability of the clientele acquired insofar as 
it tends to secure future business. Many 
features of the process are identical. Each 
depends upon and takes advantage of the 
reputation for excellence of the commodity 
as far as possible, and of the manufacturer’s 
general advertising of it. This is an asset 
of no insignificant account and equally val- 
uable to both. Their sales are derived from 
the same sources and by similar means. 
Salesmanship or other merchandising ad 
vantages in one guise or another are em 
ployed. The higher rental of central and 
prominent locations is very properly charge- 
able to selling expense, and salesmanship 
may consist of the mere employment of 
clerks to wait upon customers attracted to 
the store by display or advertising, or that. 
method may be pursued which is so gen- 
erally employed in these highly competitive 
lines, of maintaining a force of weil in- 
formed and aggressive canvassers whose 
method is personal solicitation. Yet no one 
of these applies to either class and not to 
the other. 

Local and administrative conditions be 
ing equal, the cost to a dealer and to a man 
ufacturer’s agency of transacting a given 


volume of business is the same, and the 


profits of beth on the same manner and ex 
tent of representation should be equivalent. 
The manufacturer will not be satisfied with 
a lesser margin of profit on this retail dis- 
tribution than the independent merchant 


asks. Where both of methods 
pursued in a mixed degree the necessity of 
an established and uniform retail price is 
obvious, and, as a matter of fact, is ver 
largely in force already. The tendency is 
strongly in that direction and the universal 
adoption of the principle is inevitable. 
If this reasoning is logical, the two 
not warring factions, or in any way harn 
ful to each other, but on the contrary on! 
different means of identical re 


these are 


are 


attaining 


sults. Even the means are not dissimilar 
in the final analysis. It may be agreed thet 
that the important feature of retailing 


the ability to sell, regardless of the specine 
form of organization. In this there is ar 
element of natural qualification and a large1 
one of adaptability and familiarity with 
the article for which patronage is solicited 
Besides that fundamental knowledge whi 
can only be acquired by intimacy with the 
goods, the policy of the house, its traditions 
and business methods must be fully under 
stood to enable the salesman to dispose of 
its products at a satisfactory margin of 
profit and make his services remunerative t 
his employers. 

One thing mors 
is an adequate knowledge of the competitior 
to be met and overcome. What has beet 
enumerated before will suffice wher 
monopoly is enjoyed or no competition 
fered, but that fortuitous condition is 1 
the one ordinarily existing. 

The conclusion which forces itself at thi 


is indispensable and that 


; 
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poin hat tw portant considerations 
Ipp cting the bulk of the business of 
this great and g ing industry. ne 1s 
the relation of the anufacturers to their OFFICE. APPLIANCES 
trad . he r th conduct of retail en Sarg ERE 
terpris by direct or indirect representa a 
1 6 . “ > go &oasc.- 
tion, this distribution of manufactured ~ 42S 82s & 
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ubiect are discussed. ‘These conventions SOUVENIR OFTHE “20TH CENTURY{LIMITED” RAILROAD WRECK 
tend to strengthen the selling force, to make A reproduction of an envelope sent by us to J. E. Neahr of the Underwood Co., carried by this 
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cak of the Underwood is about 5 feet wide and proves a splendid advertisement. 
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‘Bulletin,’ 


revolutionize the transmission of messages, 
and which, it is estimated, will be able to 
accomplish more in one day of ten hours 
than can be done by three operators under 
the Morse system. 

This new machine is the invention of J. 
C. Barclay, assistant general manager of 
the company. , 

A message stnt from one city to another 
is turned over to the operator. Each mes- 
sage is copied on a tape that runs through 
the machine, with the regulation typewriter 
keyboard, but instead of reproducing the 
letters of the alphabet, a series of small 
circular holes are punched, a substitute for 
the Morse characters. 

The tape, so punched, is run through a 
machine called the “transmitter,” and is 
flashed to the receiving point. The receiver 
sits before an ordinary typewriter, with any 
local electric current controlling the keys, 
carriage, spacing and alignment, and as 
fast as the Barclay characters or telegraph 
alphabet are registered, the message is 
printed. 
= The ordinary Morse operator can receive 
on an average of about three hundred mes- 
sages a day, while the new system has made 


house organ of the s el 
a record of 1,000 messages in that time. 
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THE WORLD OF WORKERS 
AND GENERAL NEWS 


PS 
TYPEWRITER NEWS 
ATLANTA, GA. 

J. P. Daves, southern dealer for the Fay Sholes 
Typewriter, with headquarters in Atlanta, has re 
cently made a tour of the states of Alabama and 
Florida, visiting various sub-agents. 

ALBANY, N. Y. 

Harry Bates, local manager for the Smith Pre 
mier Typewriter Company, at Albany, has been 
notified by that company that his office is again 
winner of a prize in the International Trophy con 
test. 

Geo. W. McClellan, manager of the Underwood 
Typewriter in this territory, has recently made a 
tour of a portion of Vermont, controlled from Al 
bany. Mr. McClellan was formerly a dealer, but 
finds a broader field and much encouragement in 
handling the interests of such a popular machine 
backed by this progressive company. 

BOSTON, MASS. 

W. M. Whitten and H. E. Burton, formerly with 
the Smith Premier Company, of Boston, have a 
cepted positions with the new L. C. Smith & Broth 
ers Typewriter Company, under the management 
of Brother Greene. The office, now being fitted up, 
be one of the swellest, if not the best, 








promises to 
typewriter salesrooms in town. 


BUFFALO, N. Y. 


J. A. Gavin, handling the interests of the Smith 
Premier in Buffalo is making himself felt in this 
territory, according to the newspapers. That’s the 
kind that sueceed. 

COUNCIL BLUFFS, IOWA. 

Results of a recent typewriter census here shows 
that there are 320 writing machines used in Council 
Bluffs, or one for every eighty inhabitants. A 
business college has the greatest number for any 


one institution, a newspaper office is second, and a 
is third. 


harvester supply hous« 
found was manufactured in 


The oldest machine 
1881 and is still in use. 

In comparing this census with other cities, it is 
exceedingly although Atlantic, Iowa, holds 
the banner of the United States for the number of 
typewriters used. With a population of 5,200 it 
as 133 machines, equivalent to one for each forty 


good, 


six persons, 
CLEVELAND, OHIO. 

W. F. Ulrich, for some 17 years in the employ 
of the Remington Typewriter Company, starting 
is @ repair man, and progressing to the sales de 
partment, has severed his connection with that 
company accept a position with the American 
Multigraph Company, taking charge of the Cleve 
land sales department. 

Mr. Ulrich is well and favorably known in the 


typewriter fis ld here, and his acquaintance with 

the purchasing public of this territory should 

prove valuable to him in his new position. 
CHICAGO, ILLS. 

The Dearborn Desk Company, for so long at 
Birmingham, Ala., makers of the popular priced 
typewriter desk, have moved to Chicago, and |] 
cated in the Fisher building. Alex. A. Samuel 
is the general manager. 

Ames & Filstead, long connected with the type- 
writer business in Chicago, are soliciting the recov- 
ering of typewriter platens as a specialty. They 


have fitted up a most complete plant for the pur 


seen else wil ere 


pose. Their advertisement may be 
in this issue. 

Many of the ft including managers and 
salesmen. have visited the home of Orrice AP 
PLIANCES during the past month, where they r 
eived a welcome. There are a few more of tl 
boys that might profit by making themselves known 


ind becoming better acquainted with our efforts. 
ully invited. We are located on the 
building, corner 
and our offices overl ok 
a look. 

l, traveling representative 


Park Ridge 


\ll are eord 
top floor of the new Republic 
Adams streets, 


State and 


the lake { me up I nave 
Mr. Melville Munda 
Mittag & \ per 


of the Company, 
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New Jersey, was a visitor in Chicago recently, 
and spent a short time with Orrick APPLIANCEs. 


DETROIT, MICH. 

H. R. Bliss, a stenographer in the employ of 
Geo. W. Radford, attorney, recently went to Bat- 
tle Creek, Mich., to represent the Underwood Type- 
writer Company in a speed contest with R. W. 
Ashley, of Battle Creek, the representative of the 
Remington Company. 

The Rex B. Clark Company are continuing to 
do a large business for the Underwood machine, 
for which they are dealers, and since their recent 
move, and the addition of new departments, the 
Underwood company have seen fit to give them 
ample opportunity to make a record. Besides type- 
writers the Clark company handle a general line of 
office appliances. 

FORT WORTH, TEX. 

The firm of Lylerly & Smith, local dealers for 
the Oliver typewriter, and general office appliance 
merchants, located at 506 Main street, have had 
considerable trouble lately in keeping their com- 
pany checks in proper hands, 


It seems that blanks were removed from their 
check book and cashed elsewhere for various 
amounts, 

This company also had trouble with an indi- 


vidual or individuals who secured machines under 
false statements and then pawned them. 


GRAND RAPIDS, MICH. 

The Fox Typewriter Company is enjoying good 
business, employing between 200 and 225 hands 
regularly. 

About a year ago Glenn J. Barrett and others 
organized the Barrett Typewriter Company, of 
which he was elected president, and reports had it 
that the new company would build a plant at the 
corner of Shawmut avenue and Court street. Noth- 
ing further was heard of the project, until recently, 
when we received word that Mr. Barrett had ac- 
cepted a position with the Burroughs Adding Ma- 
chine Company, of Detroit. 

As Mr. Barrett is a very competent designer and 
mechanic, he will prove valuable to the Burroughs 
company and it is possible the Burroughs company 
may invade the typewriter field through the as- 
sistance of this gentleman. 

HARTFORD, CONN. 

Charles B. Cook, factory manager for the Under- 
wood company here, has completed a series of five 
articles on general factory accounting and book- 
keeping for the ‘‘ Business Man’s Magazine,’’ to 
begin with the August number. 

Department heads and workers in the Under- 
wood factory recently contributed handsomely to 
the support of free beds in the tubercular hospital 
on Cedar Mountain. 

HARRISBURG, PA. 

Harry A. Baker, known locally here, has as- 
sumed charge of the Smith Premier Typewriter 
Company’s office at 7 South Fourth street. Al- 
though new to the typewriter field, his reputation 
as a traveler, tend to 
successful in his new 


as a salesman and experience 
indicate that he will prove 
line. 

The Elliott-Fisher Company’s factory 
working to full capacity, and some new improve- 
ments have been added to this machine that will 
appeal to users of this style of typewriter. One 
of the new attachments is an adding device, oper- 
ated by the numeral keys on the machine. 

A complete description of the instrument, its 
use and merits will be given in issue of 
OrFIcE APPLIANCES. 

ILION, N. Y 

William Scudder, formerly of Ilion, and whose 
father is now employed with the Remington 
Typewriter works here, has invented and sold for 
$150,000 a typesetting machine, to be known as 
the Monoline. A syndicate of New York capital- 
ists bought the instrument and intend pushing its 
sale immediately. 

Young Scudder remembered his father by 
ing him a check for $5,000. 

The Yetman Transmitting Typewriter Company 
closed their plant here recently and much comment 
has been made as to the cause 

This company has been producing about 


here is 


another 


senil 


12 to 
15 machines a day, the present capacit f the fac- 
demand would equal 20 or more, 
to meet 


tory, while the 


d to complete the changes necessary 
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this demand the Yetman company closed their 
plant to install new machinery, enlarge their 

. eters and take inventory. 

Due to the illness of Charles E. Yetman, who 
recently had an operation performed on him, the 
plans of the company have been somewhat de- 
iayed, but, we are pleased to say, Mr. Yetman has 
returned to his post. 

Aside from the plans here noted, financial 
changes have taken place that will improve the 
condition of the company materially. 

The original subscription to the Yetman corpo- 
ration was $200,000. This capital was insufficient 
to properly handle the business and an additional 
$200,000 has been subscribed, so that financial trou- 
bles are over with and the company are at liberty 
to open up a much broader field. 

June 30 was a great day in Ilion for many of 
those working in the typewriter factory here. 
The Remington Company, after their usual custom 
now in force, distributed $11,450 in gold among 
the employees with a ten years’ continuous rec- 
ord and a diligent and efficient service for the 
previous six months. This distribution is made 
twice a year—at Christmas and July 4th. Two 
hundred and twenty-nine employees enjoyed the 
gift this season. 

ITHACA, N. Y. 

Chas. W. Burrows, of the firm of Burrows & 
O’Daniel, agents for the Oliver typewriter in 
Ithaca, is now in Binghamton looking after the 
opening of an office in the latter city for the 
sale of that machine. 

This firm is also interested in a commercial 
college and a branch will be maintained in Bing- 


hamton. 
KANSAS CITY, MO. 

The new offices of the Hammond Typewriter 
Company, located in the Century building, and 
managed by our friend H. Lyon White, show signs 
of considerable activity since the inauguration 
of the training school for salesmen, somewhat on 
the order of the National Cash Register Com- 
peny’s plan. 

This office controls Kansas, Nebraska, half of 
Towa and part of Missouri and a large force of 
salesmen are in the field. 

The Smith-Premier Typewriter Company here 
is the proud possessor of the international trophy 
presented by that company for the largest gain in 
business for the last three months. The Kansas 
City branch is in charge of J. A. Zellers, who 
attributes some of the success gained to the 
most excellent advertising campaign instituted by 
the Smith-Premier Company. 

Besides the silver trophy, the prize ineluded 
$500 in gold. 

MEXICO CITY, MEX, 

Max Otto, who has been until recently con- 
nected with R. Boker & Co., has severed his con- 
nection with that concern and will handle the 
Fox typewriter for the state of Mexico and sur- 
rounding territory. 

NEWARK, N. J. 

George E. Merry, for many years proprietor of 
the Newark Typewriter Exchange, at 15 Beaver 
street, Newark, recently sold his interests in that 
business to R. J. Perry, who continues under the 
same title. 

It is rather strange that this transfer involved 
a move on the part of both gentlemen from both 
ends of the country, Mr. Merry going to San 
Francisco and Mr. Perry coming from Seattle, 
Wash., where he was associated with the Pacific 
Typewriter & Supply Company. 

NORFOLK, VA. 

A. LeRoy Hart, for the past three years man- 
ager for the Remington Typewriter Company at 
Norfolk, Va., is spending his vacation with rela- 
tives in New York state. 

NEW YORK CITY, N. Y. 

Our supplement last month proved to be a very 
popular one, and many calls for extra copies have 
been received. The New York offices of the va- 
rious typewriter companies are so well known all 
all over the world that the three-page folder pre- 
sented with our last number has found space on 
the walls of many of the offices throughout the 
country. It proved worthy of being framed and 
retained as a fitting souvenir of the headquarters 
for this great industry. 
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Mr. M. M. Hersh, formerly of the Bartelmez 
Company, sailed for Europe on July 16 on the 
8S. 8. Celtic. Mr. Hersh will open a typewriter 
emporium and general office appliances on the 
continent. 

Among the typewriter companies who have de- 
cided to take advantage of the opportunity to 
make display at the coming Office Appliance and 
Business System Show at Madison Square Garden 
this fall are the Monarch, Stearns, Elliott-Fisher, 
Williams, Franklin and the Lotterhand Adding 
Typewriter. We hope to announce a few others in 
another issue, 

PADUCAH, KY. 

H. C. Neweomb, traveling representative of the 
Underwood Typewriter Company, was married on 
July 5 to Miss Fannie Hardman, daughter of Mrs. 
F. N. Hardman. 

PHILADELPHIA, PA. 

W. H. Peaslee, the popular traveling represen- 
tative of Mittag & Volger, of Park Ridge, is now 
making Philadelphia as part of his territory. 

J. E. Colton, who so successfully introduces the 
Berkshire line of typewriter papers, was recently 
im Philadelphia, looking after his company’s in 
terests there. 

PENN YAN, N. Y. 

Captain C. F. Birdsall, who for 
years has conducted the Penn Yan Commercial 
School, has accepted a traveling position with the 
Underwood Typewriter Company. 

PORTLAND, ME. 

At the recent Military Carnival held here the 
Portland Typewriter Exchange, dealers for the 
Fox typewriter, made an interesting exhibit for 
that machine, and were able to secure benefits 
therefrom of a material character. 

PITTSBURG, PENN. 

About 20 salesmen, composing the force of the 
Oliver Typewriter Company in this territory, were 
the guests of John G. Reiger, manager of the 
Pittsburg branch, at a luncheon served at the 
Hotel Henry. 

During the evening, Mr. Reiger was presented 
with a handsome watch fob, emblematic of the 
‘*Pirates,’’ the name adopted by the Pittsburg 


about two 


branch. 
RALEIGH, N. C. 

The Maritime Typewriter Inspection Co., for- 
merly of Wilmington, have removed to this city. 
The firm is composed of John R. Harden and W. 
C. Thomas. The company have secured quarters 
on Martin Street, and will do a general typewriter 
business, including the repairing of machines, of 
which they make a specialty. 

ROCHESTER, N. Y. 

W. H. Wallbaum, until recently 
the Fox typewriter in this city, has been trans 
ferred by the company to Grand Rapids, where he 
will take up general work. He has been succeeded 
in the Rochester office by O. F. 

ST. JOHN, N. B. 

Thomas H. Crean of New York, and J. P: 
Tichenor of Montreal were recently in St. John, 
and as a result a branch office for the Remington 
Typewriter will be established here. 

The local agent of the Remington company at 
present is F. M. Bailey. 

ST. LOUIS, MO. 

A bowling league, composed of teams from the 
various typewriter companies in St. Louis, is being 
organized. Each club will be named after the 
machine represented. 

A similar organization exists in Boston, 
some very enjoyable meets are the results. 

Walter E. Fritsch, for some time connected with 
the Chicago branch of the Underwood company, 
has taken up a selling territory in St. Louis, under 
W. J. Rigg. 

F, B. Eylar and Harry Lunt, the former from 
the Smith Premier office, and the latter from the 
Typewriter Exchange, have joined the L. C. Smith 
& Brothers force. 

A working model of the Ellis Adding Typewriter 
is being exhibited at 715 Locust street, by H. 
Ellis. The machine is cleverly constructed and can 
be used on an ordinary typewriter, or may be oper- 
ated as an adding machine, independent of the 
typewriter. 


manager for 


Chase, 


and 


SAN FRANCISCO, CAL. 
Edgar N. Bartlett, formerly manager for the 
Smith Premier company at San Francisco, as indi 
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cated in our last number, returns to the east to 
accept a more prominent position, and on his way 
east stopped off at Chicago to renew some old ace 
quaintances, and remained several days in Wind 
sor, Mich., his old home. 

SEATTLE, WASH. 

I. L. Riggs, local manager for the Remington 
company, recently made Buffalo a visit during his 
vacation, the latter city being the home of his 
family. 

The Bacon Brothers, formerly of San Francisco, 


are progressing nicely with their general type 
writer and office specialty business in Seattle. The 


very active young men are to act as general dealers 
for the new Stearns Visible Typewriter and prom 
ise big returns for this machine. 

SYRACUSE, N. Y. 

Silas W. Crandall, president of the Monarch 
Typewriter Company, sold recently to Mrs. Rhoda 
Felter, the Industrial building, located at 225 and 
227 Walton street, this city. The property was 
valued at $60,000. 

Mr. Crandall purchased this property about a 
The building was comparatively new 


year ago. 
It is occupied 


and is furnished in modern style. 
by the Drennan Hardware Company, the Crouse- 
Hinds Company and the Syracuse Time Recorder 
Company. 

Business activity is displayed at all the type- 
writer companies here, and as predicted some time 
ago, there is ample work for the many experienced 
and highly skilled writing machine experts located 
in this city. 

TAMPA, FLA. 

The local dealers for the Fox Typewriter re 
cently secured a nice order for their machines with 
the Tampa Business The Owen Type 
writer Company, although a comparatively new 
concern, are finding much business in this part 
of Florida. 


College. 


TOLEDO, O. 

The Newton-Rotherick Manufacturing Company, 
dealers in office appliances and commercial station 
ery, will remove from 334 to 218 Superior street, 
where they will have larger and more desirable 
quarters for their fast growing business. The 
company have increased their capital from $30,000 
to $75,000. N. B. Newton is president of the com- 
pany. 

The Fox Typewriter 
taken quarters in the new Swagger building. L. C. 
Peters, who has been connected with the office for 
the past three years, reports a steady growing 
trade in Toledo and Northwestern Ohio. 

TOPEKA, KAN. 


Company have recently 


have estab- 


The Oliver Typewriter Company 
lished an agency here with Chas. P. Hannon in 
charge. 

VIENNA, AUSTRIA. 


The firm of Bandler & Moth, dealers in type 
writer and general office devices, have dissolved 


partnership, and the business will hereafter be 
conducted by Joseph Moth, with a location at 
Wollzeille Nr. 26. 
WHEELING, W. VA. 
The Remington Company have placed W. H. 


Ruddle in charge of their office here. Mr. Ruddle 

is new to the business, but promises to make a 

reputation as a ‘‘typewriter man.’’ 
WILMINGTON, N. C. 

W. G. Sale and F. W. Dick have formed a part 
nership here, under the style of Dick & Sale, for 
the handling of office supplies and the marketing 
of the Fox typewriter in this territory. 

Mr. Sale has considerable experience in the busi 
with the assistance to be secured from 


ness, and 
there should be greater activity from 


Mr. Dick, 


the new firm. 


ADDING MACHINE NEWS 
BINGHAMTON, N. Y. 
At a meeting of the stockholders of the Bundy 
Manufacturing Company held during the latter 
part of June, the capital stock of the companys 


was increased $50,000, making a total of $200,000. 
if 





A resolution was passed giving the privilege 
purchasing the stock at par to the present stock 
holders in proportion to the amount now held by 
them. All of the stock was subscribed, so that 
none will be disposed of to outsiders. 

All of the machinery to be used in the new fa 
tory now under completion at Endicott has been 


ordered shipped, and preparations will be soon 
made for munufacturing from the latter cfty. 

The suit of Alonzo Boynton against the Bundy 
Manufacturing Co. has decided in favor of 
the defendants. Mr. sued for $3,000, 
but must now pay $212 to the defendants, a bal 
ance on an advance loan made to the plaintiff 

sjoynton’s atiorneys have decided to appeal the 
joynton, since the suit was begun, has 
an employee of the 


been 
Boynton 


ease. 

become National Cash Reg 

ister Co, 
This 


Boynton alleged that 


has created 


ist as he had completed au 


some controversy, as 


action 


adding machine he was frozen out of the com 


pany and George Martin installed in his place, 
while the Bundy company claim that, after three 
years’ work, Boynton failed to perfect his ma 


chine, and they were forced to place another in 


charge of the experimental room. 


Judge Lyon has reecntly issued an order tax 
ing the International Time Reeorder Co. the 
costs of a suit brought against J. M. King and 
Frederick James, amounting to over $500, thus 
ending the suit brought by the International com 
pany against those named, and which resulted 
disastrously for the plaintiffs. 

BOSTON, MASS. 
S. Fk. Jones, formerly with the National Cash 


Register Co., of this city, has accepted the man 
agement of the Boston office for the Burroughs 
Adding Machine. 

DES MOINES, 
machine company 
which may prove the beginning of 
industry for this city. Des Moines 
behind the proposition. 
OHLO. 
Co., 
business for the 


IOWA, 


An adding was incorporated 


here recently, 
another great 
capital exelusively is 
DAYTON, 
The National Cash Register 
a steady increase in their 
three years, are making arrangements to increase 
their facilities, this more room for 
manufacturing purposes will soon be needed. 
The company have decided to construct a twelve 
be occupied by the executive 


anticipating 
next 


and to do 


story building, to 
offices of the company. 
DETROLT, 
The Adder Machine Co., now located at 45 Fort 
St., Detroit, will remove soon to Wilkesbarre, Pa., 


MICH. 


where a new factory plant has been erected for 
this company. 

The Standard Adding Machine Co. has sworn 

* Charles R. Whit 


out a capias fer the arrest of 


comb as the commencement of a suit for debt for 


$5,000. 

rhe Burroughs Adding Machine Co. are 
ing the City of Detroit to use a portion of thei: 
a dump for the Department of Pub 


allow 


pre perty as 
he Works. 


After the property has been properly filled in a 


park will be made thereof, and as the location is 
nearer the city than former dumps, the city is 
inclined to favor this offer and assist the Bu 
roughs company in improving their property. 
ST. LOUIS, MO. 
The Ellis Adding Machine Co., who recently in 


showing one of 


New 


St. Louis at 715 


corporated in Jersey, are 
Locust street. 


their machines in 

‘he incorporators were Bertrand Paradise, Wil 
liam KB. Witson and Alex. Nicholson, with a capi 
tal of $800,000, . 


TOLEDO, O. 
Seale Co., with their 
rb of Auburndale, are 


welghing machines, 


The Toledo 
well fitted plant in the sul 
well with their 


isiness 


Computing 


progressing 
amount of | 
further the 
that 


being transacted 


and the 
doing much to 
world the city 


familiarizing to the 


bears its name. 





DICKENS IN BUSINESS 
Dickens is connected 


manuscripts, 


usually 
and the original 
never con 
Ethel 
of the great Eng 


lhe name 
with literary 
Dickens, to our knowledge was 
nected with commercial lines. Miss 
Dickens, grand-daughter 
presiding genius of a 


Covent Gar 


lish novelist, is the 
establishment in 
manuscripts are writ 


1 


conducts a school 


tvpewriting 
den, London, wher: 

ten. Besides this, sh 
the study of typewriting and shorthand. 
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ANNUAL OUTING OF THE C. 5S. & R. B. FISHING CLUB, DRU 


THE C.S. & R. B. CO’S OUTING 


When Long ‘‘D Cooper stands on a 
road platform with his arm around short ‘‘l 
Georg Olney’s neck and says, ‘‘By hen, we 


es without saying 


had a i time, t ré 


Lg was 
his } I presented itself to 90 odd par 
ikers of hospit ty of R. B. Wilson, presi 
Chicago Shipping & Receipt Book 
( p the annual outing, whicl 
was given at Druse’s e on Saturday and Sun 
J J al 
() ~~ ; ng about 60 people 
car, f ved by a second squad 
rain, 

S was to sailing, fishing, b 

go, | games and irds. In the evening 

ga 11! served, but only abe 
one-thit ‘PD Cooper’s eatch was col 
sumed Somebod eused Mr. Cooper of ha 

g a lake to make his haul, but he 
sis Lug m with a hook. I 

Re } ! danee,’’ attended by 

rs of tl f ng club as well as 
other guests of the hotel. A 

is extel to the wives, daught 

earts ot the resorters for parti 

g so g S event. The dance 

wit neeches and ‘‘stunts’’ 

i ~ M Bear nominated hin 
for pres ent of t ['nited States in a 
prepared extempo! s speech. Robert LD 
gave rfect imitation of a Spanish dal 
Che lanee scontinued promptly 

is members retired f 
night , t anked out of be 
| C} who had taken ar 
Sund gy ft t of Chicago ar 
Mr . fore! 
y rs } ha ¢ 
> noon chicken 
ess give the dinner be 
i 1 ré party was 


I 


s After an elegant 





the crowd enjoyed several hundred cigars which 
were prest nted by Gene Ma 5 or Uhicago, and 
then a collection was taker ip tor the cooks 
and waiters. Then a vote f thanks was ex- 
tended to Mr. Wilson and the landlord of Rest 


ottage., 
4 number of regrets from various well-known 
houses were read, among them being letters from 


t Wood- 


Buxton & Skinner, stationers, St. Louis; 


ward & Tiernan, stationers, St. Louis: Samuel 
C. Tatum Company, Cincinnati, Ohio; E. R. Wil 
iams, Minneapolis; Burroughs Brothers, Cleve 
land, and Reed & White, Bloomington, III. 


The commissary department was in charge of 
George Burt, formerly butler in the family of 
H. D. Childs, and was as popular every hour of 
the day as a pretty grass widow at a summer 
resort Its equipment was most complete, and a 
vote of thanks was extended to the gentlemen 
tributed this necessary depar 


whose names are as follows 4. Auchu, Carters 


who con tment and 


Ink Company; T, C. Keys, Waterman Pen Com- 
pany; M. Baer, M. M. Baer Engraving Company; 
Louis Davidson, Gane Bros.;: Joe Hildreth, Eas 
erbrook Pen Company; W im Rodiger, San 
Ink Company; Harry Noyes, Swigart Paper 
( pany; William Kromer, Goes Lithographing 
( pany; Horace Johnso1 Daughert Playing 
Card Company; Chas. Shearman, Nat " slank 
Book Company, and Gene Ma , Chicago. 
Mr. Rodiger presented each member of the 
b with a souvenir in tli Ly I oung 
Sanford ink bottle filled with Wilson’s Specific, 
guaranteed to cure all aches and pa Some 
said it tasted like Per 
| i ion t he na g there 
were present the f< wing traveling en Mr. 
Baylies of the Pittsburg Reduction Company, 
Robert Leet f the Mi & Volg Company, 
4. R. Tice of Goes Lithographing Company, Mr. 
in of the BS! C1 Printing & Stationery 
Company, Unele ¢ rg Olney Dad’’ 
( r, both of the U1 St ( ( M« 
( s of H. & M. Has New Y¥ E. H 
irk of the E. H. rk & J { Mem 
Ty 
The } I if I il i ed to 
ging wwing and fishing and bathing, and 
rack Dusses, | k boards 
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(Just after dinner) 


and surries were pressed into service to carry 
the crowd to the Wisconsin Central depot at 
Gray’s Lake station. At the station Mr. Wilson 
was presented with a handsome masonic emblem. 
At 7 o’clock the party boarded the train for 
Chicago and arrived about 9. 

The members of the various committees cer- 
tainly carried out their respective parts of the 
program in splendid order, as there was nothing 
to in any way mar the jollification. 

Mr. Wilson is a royal host in every way and 
richly deserved the congratulations which were 
given him by his guests, who are all anxiously 
looking forward to the fifth outing of the club, 
which will be given next summer at Druse’s 
Lake. This annual affair has become one of such 
prominence in the trade that it is attracting 
more general interest each season, 





THE TYPEWRITER AS A PRINTING 
PRESS 
The Turkish government is not allowing 
typewriters to be sold in the Balkan prov- 
inces that still remain subject to her con- 
trol, alleging that they are used to “print” 
revolutionary literature 


“) ’ Pa . “3 y 
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CIRCULAR LETTER CAMPAIGNS 


How TO MAKE MONEY is a problem con- 
fronting every merchant and manufacturer 
in this broad land to-day. 

The question of how to increase business 
—and, therefore, prorits—is just as impor- 
tant as how to take care of that which you 
now have. 

Do not think that because a merchant or 
a manufacturer has millions it is not neces- 
sary for him to secure new business. It is 
just as vital to his welfare as it is to the 
smaller merchant or manufacturer who 
weighs the value of every dollar, makes it 
count for a full one hundred cents and go 
as far as possible. 

The only difference between the two 
types of business men is that the former 
can buy the talent and the ability to increase 
his business while the /atter is dependent on 
his own resources to originate his own ideas 
and execute his own plans to extend /is 
market. 

I am not now offering suggestions to the 
millionaire. He will take care of himself. 
I am talking to the moderate—and mod- 
ern—merchant and manufacturer who has 
no money to waste in idle experiments, use- 
less ventures or uncertain undertakings. 
If by the expenditures of a few dollars I 
can add $500.00 or $5,000.00 or $50,000.00 
in new business to your books | am en- 
titled to your consideration. 

Can I do this? 

Let me present the subject for a moment 
in an impartial spirit laying aside any pos- 
sible selfish personal interest. 

You are, I am sure, anxious to make 
more money. There is nothing objection- 
able in that—in fact, it is a worthy ambi- 
tion and justified by any and all honorable 
means. 

Undoubtedly the question of how to do 
this has vexed you many times and caused 
you days and months, perhaps years, of the 
hardest study and labor. 

Very likely there are numerous methods 
of doing it—possibly many the equal of or 
superior to my plan. Mune is only one wey. 
I have no desire to detract from other meth- 
ods, and if you are using them successfully, 
and they are proving profitable, | say con- 
tinue them as they will not conflict with 
anything I may suggest. My plan 1s the 
use of a duplicating machine and the em- 
ployment of Uncle Sam with the services 
of the Post Office Department to dispose 
of your product—in other words the cir- 
cular letter. 

Let us consider for a moment whether a 
duplicate machine will bring you more busi- 
ness and, therefore, more profit, or whether 
it will not. If it will not it is a useless de- 
vice and an expense upon which it is not 
worth wasting your time. We must judge 
its value by its record in the past. 

Conservative estimates by those in po- 
sition to speak intelligently place the num- 
ber of duplicating machines that have been 
sold in the past 15 years at about 300,- 
ooo. Conceding 10 per cent of them to 
professions and lines of business not covered 
by the term “merchants and manufactur- 
ers,’"—people who sei, there are 270,000 
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BY W. A. WATERBURY, OF THE A. B. DICK CO., 


merchants and manufacturers who have 
adopted duplicating machines as business 
getters. This certainly has a significance 
and shows them to be profit makers. 

Two hundred and seventy thousand mer- 
chants and manufacturers constitute a very 
large percentage of all the merchants and 
manufacturers in the country. There are 
some, however, who are still losing advan- 
tages they might enjoy by using a dupli- 
cating machine. Are you one of them? 

To make the subject more pointed and 
more personal—are you getting all the 
business you might get or all in your par- 
ticular line there is to be had? Are you 
selling everybody who buys such goods as 
you handle? Whether merchant or man- 
ufacturer, large or small, are you getting 
all the business you can command? I think 
not. No one man is, nor can. But—here 
is the question—would you not like to sell 
twice as much as you now do? Or five 
times or ten times? Would you not like 
to increase your business one-half or one 
quarter or even 5 or IO per cent? 

Certainly you would. I would. Every 
body would. 

Would you give $25.00 or $30.00 to do it? 
I would, or two hundred times that amount. 
So would you if you would give the subject 
two minutes’ honest consideration. 

A duplicating machine will do this for 
you, 

I will not state the exact per cent—lI 
cannot tell. The volume of increase is in 
your hands. It depends altogether on you; 
the amount of energy and time and thought 
you give to its use; the brains you put into 
your particular line. 

You do not restrict the sale of your 
goods to your next-door neighbor; you 
are willing to sell to a buyer in the next 
block or the next town or the next state— 
or, in fact, anywhere if he has the money 
to pay for what he buys. 

If a man comes into your store or your 
office to buy, you try to sell him. If you 
know a prospective purchaser who does 
not come to you, you go to him. Now, all 
buyers cannot come to you, neither can you 
go to all buyers; the logical thing then t 
do is to write to them and try to interest 
and sell them in that way. If there are two 
prospective purchasers you will write to 
both of them; if there are many you will 
write to all you can, but there you stop; 
there comes a time when writing to so 
many becomes laborious; it takes up too 
much time and you “quit.” You have the 
same story to tell; the same argument to 
make, the same merits to explain, the same 
advantages to describe to 5 or 50 or 500 
or 5,000 people who are buying such goods 


as you sell and who might just as well buy 


AN EFFECTIVE MEANS 
OF INCREASING BUSINESS 
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of you, but you “lay down” because it is to 
much trouble to write to all of them, and 
to write again, and again, and keep on writ 
ing. The result is you lose business becaus« 
you are not aware that there are inexpensive 
duplicating machines that will write these 
letters for you easily, cheaply and quickly; 
because you do not know that you can 
have a mailing list of possible purchasers 
on whom you can work, and on which you 
can keep “pounding” without consuming 
any large amount of time or involving any 
material expense. 

If you have ever thought of a duplicating 
machine at all it has probably been along 
these lines: Do I send out circular letters? 
Do I send out enough to justify the ex- 


pense of a duplicating machine? Will it 
pay for the investment ? 
Your line of reasoning 1s wrong. You 


should make it pay. You should send out 
the letters. Utilize it as you would a sales 
man who is getting business for you. Re- 
gard it as @ BUSINESS GETTER. Put a littl 
of your own time, your own thought, your 
own brains into your letters. Make up 
your mailing list of people who buy your 
line of goods and go after them. 

Get after those buyers who have in th 
past been your customers but who have 
strayed away. Your competitors hav 
lured them away from you while you slept 
Get after them and win them back. 

If | as an experienced salesman in yout 
line of business should come to you with 
a proposition to place $500.00 or $5,000.0 
or $50,000.00 in new business on your books 
in the next 12 months—mew business, un 
derstand—and ask, what is there in this 
for me, you would figure your net profit 
and divide with me on some kind of a basis 
perhaps 5 per cent, possibly 50 per cent. 
But there is no sane business man wh 
would not share the profits somehow. 

My proposition contemplates doing busi 
ness through the medium of the Post Offic 
Department and the United States mail. 

The thought may never have occurred to 
you, but Uncle Sam isa good solicitor. He 
goes where you want him to go. He talks 
to whom you want him to talk. He says 
what you want him to say. He transacts 
business for the small merchant or manu 
facturer as quickly, as cheaply and as safely 
as for the millionaire corporation. Whethet 
vou are selling your product only in yout 
own city or throughout the entire country 
Uncle Sam favors all alike. 

If you are now selling all of the goods in 


your line to all the people who can use 


them, my plan cannot help you. If you ar 
doing all the business you care to do, noth 
ing 1s to be gained by trying to do more. 
But I think I make no mistake in saying that 
you probably are not; that you do not com 
mand all the trade in your line. Undoubt 
edly you would like to do so. If you can 
not command it a// you are willing to cor 
mand more than you now do. Am I right 
Everybody is striving to do that. 

Use the circular letter. 

Not the common, cold-blooded printers 
type circular which everybody recognizes 
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h and consigns to the waste basket un 
ad, but a personal typewritten communi 


ition properly addressed to the individual 


receiving it, bearing every stamp of genu 
personality from you about your lin« 
f goods; their merits, advantages, and 


quality, or price, and whatever you believe 


will interest him, writing just as you would 
talk to him face to face. 
Such circularizing is not played out. 
True, the ordinary printed circular has 


had its day, but not so with the personal 


[f you desire to sell a possible customer 
who is too far distant to talk to, or whom 
you cannot see, what is more natural than 
ld write him? Carrying the 
further you would do the 
same thing with two possible customers or 


20 or 200 or 2,000. But, you say, you have 
not the time. The hours of the day aré 
too short lhe time is too limited. All this 


[ grant. Here is where the personal com 
munication becomes effective. Use a good 
duplicat machine Get up your circu 


lar letters so that they read like personal 


ix 


letters. Make them cover the ground, but 
keep them as brie} as possible. Do not try 
to canvass too many subjects at one time. 
\ttract r customers to some special fea 
ture of your business. Excite his curiosit, 
and induce him to come back at you fot 
further information Make your letters 
interrogatory so that if he does not respond 


the subject has been left open in such a 
manner that you can‘write him again, and 
then write him again and KEEP ON WRITING 
uiM. Select your list of possible buyers 
and work it thoroughly. Classify your 
trade so that when working on certain lines 
luals you will “talk” something 
that will interest them. If they do not re 

spond to your first letter follow it up with 
another, and another, changing your “talk.” 

Sales are made largely through acquain 


or indivi 


tance. One communication to a possibl 
purchaser does not constitute acquaintanc« 
Continued correspondence creates it. It 


is no argument to say it does not do so 
Two hundred and seventy thousand dupli 


cating machines in constant use by mer 
chants and manufacturers building up new 
ira le PYOVES that if does. 

If you should talk to a line of one hun 
dred people who buy such goods as you sell, 
vou know, as I know, that you would not 

very far down the line before you would 


be able to interest some of them. Why not 
carry out the same logical talk in a letter to 


a hundred, to a thousand or to five thou 
sand people who buy such goods as you 
sell? Nobody disputes the advantage of 
doing business face to face, but there are 
only a f hours in each day in which a 

few salesmen can see only a few peopi 

With the personal communication you cat 

reach hundreds—yves, thousands—at no ex 
pense except a little paper, postage and 
clerical labor, and while each letter does 
not ni irily constitute an order, a per- 
ntage f them land on fertile soil and 
| Some of them will bring direct 
ers, others wi reate interest leading 

to tuture orders. It is a clean business 


no salaries and no traveling 


nse account. It is practically all profit 
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The Merits of our Goods 


are above all others 


For Truly 


the merits 










of our 


Typewriter Ribbons 


and 


Carbons - 


stand forth ‘‘eloquent’’ in comparison 


LTT TT 
Mittag & Volger 


Sole Manufacturers for the Trade only 


Principal Office and Factory, Park Ridge, N. J. 


New York City, 280 Broadway 
Chicago, Ill., 108 La Salle Street 
London, 4 Queen Street Paris, 21 Rue du Temple 
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It WILL STAND 
Any TEST 


Wherever language is written the 


Underwood 
Typewriter 








— 


time with better and neater work. 


UNDERWOOD TYPEWRITER CO. 
241 Broadway, New York. 


Adapted for use with the “Unit Book-keeping System.” 
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becomes as necessary to modern busi- 
ness as the mail service, telegraph, or 
telephone. Visible writing, perfect 
construction, easy operation, and great 
speed, produce MONEY RESULTS, by 
\ saving 25 per cent. of your operator’s 






. Arthur D. Wheels resident Chicago Tele] ne ¢ 
Chicago 
soliciting for ft consolidated ompar i 
tinuance of your esteemed patronage, I rei 
Faithf y yours, 
For The Arit graph Company, 
For The | S) s Company, 
C. N. FAY, Pres ent 
‘ r several years Mr l'a has realized the ] 
ity of a col nation typewriter i! 
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A TYPEWRITER ADDING MACHINE 
MERGER. 


Just as we go to press we learn, thr 
an announcement furnished us by Mr. ¢ 
N. ] ay, President f the Fay-Sholes Ci 
the merger of that mpany, with the At 

ograph Compa We publish this 

incement in tu 


AGH ‘ OME! ‘ 
SPON DE) 
Den mers: 
I he undersigne: behalf of the Boards of D 
rectors of the above named companies, beg 
nake the following announcement: 
In order to merge and consolidate the busir 


ot both companies and to provide working capita 
the capital stock of 
has been increased from $100,000 to $1, 


Arithmograph Compa 


It has purchased the prope rty, patents, trace 


marks, trade-names and good will of the Fay 
Sholes Company formerly the Remington-Sholes 


Company) and assumes all its contract obligations 
and liabilities. It will carry on the _ business 
namely: the manufacture of the ‘‘ Arithm yvrapl 
ind the ‘* Fay-Sholes Remington-Sholes Type 
writer’’ at the old stand, No. 127 Rees St . 
cago. 

The merger will take effect as of June 
1905; and the consolidated company will st 
without mortgage r incumbrance of any k 
ipon its plant or stock in trade, and with A 
Quick Assets (viz: Bills and Aecounts Re 
ind Cash ) of il I nd numbers S300 000 over 
liabilities except apital stock. The Arithm 
graph Company will collect and receipt for all a 
counts due to, and will pay all liabilities of, bot! 
ompanies as they mature. 

Mr. C. N. Fay will continue to serve as Pres 
dent, and Mr. Chas. B. Price as Secretary and 
Treasurer of the Arithmograph Company. Mr 
Geo. F. Watt, well known for many years as th 
successful Vice President of the Baker-Vawter 
Company, has accepted the positions of Vice Pres 
ident and General Manager of the Arithmograp! 
Company, and will assume their duties and join tl 
Board of Directors about the 15th of September! 
He will take general charge of the Selling, Adver 
tising and System Work Departments of the 


ness 


After Mr. Watt has joined the Board, t 


plete list of Directors will be as follows 


Fay, President of the Company, Chicago 

Glessner, Vice President International Hary 

ter Co., Chicag 

John 1 Howlesot Inventor of the Arithmog 
New York 

Charles H. Hulburd, President Elgin National W 
Co., Chicage 


( N 
J. d 


Victor F. Lawson | rietor Chicago Daily Ne 
(Chicago 

Franklin MacVeag I nklin MacVeagh & ¢ ( 
cago 

George H. B. Martin, New Jersey Corporation ¢ 
antee & Trust ¢ ( den. N. J 

Samuel Mather 1’j inds, Mather & (¢ ( 
Ohio 

Hf. H. Porter, Jr President C1 ig Union 7 
Railway Co., ¢ g 

George |! Watt, Vice President and Gene Ml 


ger of the Arithmograph Company 


ati wit Sl Ss type 
Mr. Watt, v our last month’s 
subject, is know ll n 
flice appli rl roug 
v1 tl B \ ‘ ( \ 
surprise be expressed beca 
ing n his In g g s reasons 
8 Mr. W for t past s 
ey vears he | be 
KS ol f 
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Help 
Wanted: 


Men who 
can lift 





Lift conservative business men out of the rut of slow, old-fashioned 
billing and book-keeping methods into the ELLIOT-FISHER 
way of bill and charge with all the office records executed at one 


ELLIOTT-FISHER 
BILLING axD BOOK-KEEPING 
MACHINES 


will save from ¥% to 
4% the present cost of 
billing and book-keep- 
ing, and will do the 
work better too, more 
accurately, more neat- 
ly and quicker. 


If you want to increase 
your earnings, pro- 
vided, of course, you 
have the high grade 
ability, personality and 
integrity, we want you. 


Write, or come and 
see us. We have of- 
fices and agencies in 
all the principal cities 
and room for men in 





every one of them. 


THE ELLIOTT-FISHER COMPANY 


Makers of the only real Billing Machines. 
tells you of any other Billing Machine, look wise and wink 


329-331 Broadway, New York 


GRAND PRIZE (Highest Possible Award) ST. LOUIS, 1904 


If anyone 
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be kept by machine, and has always maintained 
that if the opportunity presented itself to him to 
enter into a business which would enable him to 
combine his systematizing abilities with his selling 
abilities of a perfect accounting-room typewriter, 
he would embrace that opportunity, and it has pre- 
sented itself to him in the merger above referred 
to. 

As soon as Mr. Watt assumes his new duties, 
which will be the latter part of August, a conven- 
tion of the district managers of the Fay-Sholes 
selling forces will be held in Chicago, so that these 
men may meet Mr. Watt and form a general sales 
plan for the introduction upon a large scale of the 
Arithmograph. 

The company has already on hand enough orders 
to keep its factory busy for some months to come. 

The Board of Directors of the new company in- 
clude the names of some of the wealthiest and best 
known business men in the United States, and 
places the success of the company beyond ali pos- 
sibility of doubt. 








HENRY C. NICKERSON, 


ELLIOTT ADDRESSING MACHINE COM- 
PANY’S SALESMEN’S CONVENTION. 


The Elliott Addressing Machine Company, of 
will hold a convention of its American 
branch managers and salesmen in Boston during 
the week beginning Monday, July 31. 

Various subjects, including oftice systems, ter- 
ritorial development, promotion and selling, and 
matters of general policy will be dciscussed—one 
of the prime objects of the convention being to 
create uniform business plans among the selling 
agents, and acquaint each manager and salesman 
with not only the difficulties but the advantages 
experienced by every other man, 

A great deal of time will be spent by these 
branch managers “and salesmen. in the factories 
and machine shops of the company for the pur- 
pose of acquiring actual machine shop knowledge 
of the construction of the Elliott Addressing Ma- 
‘hine from beginning to end. It is quite likely 
that the men will be asked to don overalls and 
aprons and work in the shops, side by side with 
the practical machinists of the company. 

While a major portion of the time will be de- 
voted to the business of the company, Mr. Nick- 
erson, its treasurer and general manager, has also 
planned some pleasant moments for the crowd. 
sesides several banquets there will be a trip of 
about two days’ duration made on Mr. Nicker- 
son’s private yacht, and the boys are looking for- 
ward to not only a very valuable business trip, 
but to considerable recreation as well. 

The business of the Elliott Company has in- 
creased at such a rate that the factory is con- 
tinually taxed to the utmost to meet the growing 
demand for the Elliott machines. Since the first 
of the year the factory has been running both 
night and day, notwithstanding the fact that its 
capacity has been doubled during the past year. 

Mr. Nickerson’s untiring energy and steadfast 
devotion to the interests of the company have 
been liberally rewarded by its splendid success. 


soston, 
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Remington Operators 
Attention! 


Do you have tabulating work to do? 
If so, what you need is the 


One of the chief 411 ficulties of the typeertte 


tet reneved. The Geet 40ffiewlt tabwleting socom 
plished by © very elaple device 

Bete the columns of figures eitheut Lifting tae 
earrings for reference 

1-7, 
1, 000, ove 


a? 0.67%. %08. 9" 


N ry 
” t.46.2 
+067. 0 a 

9,468, 076.08 
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“Simplex Tabulator” 


A new invention which makes the most difficult 
tabulating work a pleasure. Done with speed, case 
and accuracy. A postal will bring full particulars 


Price $1.25 


Will pay for self ina week in time saved. One user 
says; ‘I save nearly 3 hours a day by its use, and do 
the work with % the strain."" We want agents every- 
where. This article is an easy seller. 


The Simplex Tabulator Co. 


Century Bidg., Washington, D. C. 














Te YAW POINTER 


Remington Standard 
Typewriter 
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AVOIDS ERRORS. No computing of scales. Estab 
lishes the writing point instantly and always. At 
tached to machine in one minute 


Price $2.50. Agents wanted. 
STUMPF & YAW, Milwaukee, Wisconsin 
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PENNY SAVERS AS DOLLAR EARNERS 


BY (GEORGE 


“They are price cutters,” said a man to 
me, of one of his competitors a few months 
since. 

“How do you know that?” I asked. 

“Because,” he replied, “they sell for four 
dollars an article I barely come out even on 
at four-fifty.” 

“But how can they do it?’ question I. 
“Surely they are too shrewd to sell at a 

“Oh, they're money-makers, all right,” 
was the reply, “and I’m blessed if I see how 
they do it.” 

“Now, Mr. Blank, let me tell you some- 
thing,” said I, “for I believe I can throw 
some light on the matter—some light that 
may show you how they can do what you 
say, and do it in a perfectly legitimate man 
ner—yes, at a profit.” 

“Go ahead,” said my man. 
“They save it in cost,” 1 began. 
“Impossible!” he interrupted. 


“Wait a bit and listen,” said I. “You 
know I’ve been all through both your 
plants—have seen pretty much everything 


there is to see in factory, office and sales- 
rooms.” 

“But,” he broke in, “our costs are as low 
as they can be made. Haven't I been in 
this business all my life? Isn't our firm the 
oldest in our line? Don’t we know what 
goes into our goods and what the stuff is 
worth ?” 

“True enough,” said I, “and, that 
same token, you’re not too old in the busi- 
even from a competitor, are 


by 


ness to learn 
you ?” 

“No, but he started. 

“Let me ask you some questions first,” | 
interrupted. “You figure so much lumber 
bought and so much stuff made from each 
lot, don’t you?” 

“Yes.” 

“Well, these pe ple have a stock and cost 
system, which tells where every bit of tim 
ber they have on hand is, and where it goes 
to when it is used up. Your supplies are 
given out on verbal requests, while they re 
quire written orders and thus keep track of 
every gill of oil, paint and varnish, every 
pound of nails, every screw, bolt and nut, 
and every tool; know what it is used for, by 
whom, and to what job it should be 
charged. Your men work by the day and 
no account is kept of labor on different 
goods, while their skilled workers work and 
are paid by the hour, and a careful record 
is kept of time on each lot of goods. You 
pay your packers by the day also. They 
pay by the piece. You prepay freight and 
use the railroad company’s blanks, keeping 
no copies of receipts, which reduces your 
chances of recovering overcharges in rates 
or damages in case of loss en route. They 
make all prices f. o. b. factory and use the 
triplicate system for bills of lading, so that 
in case of loss they have a clear record and 


-—_—_____ 


SPENCER. 


handling so that the minute costs get higher 
than they should be they can take steps fo 
economy or raise selling prices. In other 
words, they know right where they 
every lot of stuff turned out of their fa 
tory. Another saving is in buying. You 
buy from a few houses whose representa 
tives are old personal friends. They pur 
chase always in the open market, asking fot 
bids on specifications and the contract al 


are on 


ways goes to the house which can give best 
value for the money and guarantee deliver 
Everything they buy is required to be 
up to a certain test standard and stuff d 
livered to them must stand this or will be 
thrown back. They keep track of waste, s 
they know just how far every lot of raw 
Now for your general office 
is entered in a 


ies, 


material goes, 
When you get an order it 
book and a hand-written copy is made on a 
your factory. You a 

knowledge them by typewritten letters, 
which you copy in books, with 
wrung out of water, and then put the cus 


slip which goes to 
wet rags 
tomer’s communication in an old style flat 
file. When you wish to look up correspond 
ence you must hunt all through the indices 
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MACHINES 


REBUILT 
EVER OFFERED THE TRADE 


SEND FOR PRICES 


MODELED AND 


Seeeaecee | 


Dealers Wanted | 


For the Well Known 
Line of 


“INVINCIBLE” 
RIBBONS, CARBONS AND 'TYPE- 
WRITER LINEN PAPERS. 


American Writing Machine 


343 Broadway. Co. New York City, N.Y. 
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can get insurance or recover from the 
transportation company. In this way they 
get to know the cost of making and | 








py books for outgoing letters and 


( f you 
through several files for letters received 
When goods are shipped you charge them 


++ 


in a daily sales book, copy the amount int 
n old-fashioned ledger and write out an 
voice. When the other house gets an orde 
one operation on the typewriter makes all 
the invoice except the date, the shop order, 
a shipping slip, the sales record, and 
ledger charge slip. The order is acknowl 
edged by a letter of which carbon copy is 
taken as written, and this carbon is at 
tached to the original and both are file 


gether with other previous correspondenc 
between that same party and the house. It 
any of this is wanted it can be gotten at in 
two minutes’ time Che shop order goes t 
the factory, and the shipping slip to the 
shipping department, while the sales record 


is filed and invoice and ledger charge slips 
go to the bookkeeper. When goods go f 
| the factory order is filed in the super 
intendent’s office for record, and the ship 
ping slip is sent to the bookkeeper, whi 
dates the invoice and sends it out, charges 
the amount on the ledger charge slip to that 
‘ustomer’s card in a card ledger and files 
shipping and charge slips as his record o 
sales 

“You advertise and sell through expensive 
branches and personal representatives wh 
required to furnish neither daily, 
monthly nor customer’s reports. They use a 
come-back in all ads, have an effective f: 
low-up system for all inquiries, use agencies 
instead of branches in all save two cities, 
and transact the bulk of their business by 


letter. They keep track of every prospect 
require customers’ and daily reports fron 
every salesman, and keep a monthly record 
of all branch agency and other representa- 
tives Sales. 

“You collect over-due accounts through 
agencies or special representatives. The 
lo all such work by letter and lose less than 
i half of I per cent per annum of all busi 
ness transacted. Now, Mr. Blank, be hon 
est with yourself. Figure out the differenc: 
in cost and see if vou can't find that fift, 
cents that is troubling vou, and anothe1 
besides, that goes to the profit account 


“They don’t make any better goods than 
you do, nor put any more into them, but they 
watch every item of material, and time and 


expense hey have every labor and tim« 

saving device they can find for every di 

partment They transact more business 
than you do, but handle it with less than half 
the t off nployes and salesmen 
you ha heir methods are absolutely up 
to-date in every respect and they are always 


on the lookout for new office appliances 
which will enable them to do work a 


icker or easier or more effectively. It’ 
a : i¢ 
If I hadn't been trving to sell 
ling ke | rk easier, perha 
[ sl] ildn t have dared to talk so plain! / 
gument went home, an 
the first cause of a looking int 
e, which has re 
ves t! { 1 ike it one of the 
ndi lernly equipp 


country today. In the bu 
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The reason THE 
SMITH PREMIER TYPE- 

WRITER is purchased in 
increasing quantities year by 
year is because discriminating 
buyers investigate its mer- 

its. There must be 
some advantage 





The man who has 
once used THE SMITH 
PREMIER TYPEWRITER cannot 
be persuaded away from it, 
but the merits of the SMITH 
PREMIER have convinced the 
users of many other 
makes of machines. 
The Smith Premier Typewriter Co. 


f Syracuse, N. Y. 


Branch Stores 
Everywhere. 








SOMETHING JUST A LITTLE BETTER 


mr gressive business men of the country do not want something “ just as good,” but something “ just 


riter supplies, which determine the character and appearance 


a little bette when it « 
“ee le espondence 
‘Que sality pod Durabilit e the o1 ems thought of in the manufacture of the “Du-Ra-Bul” Ribbons. 
} { ive \ 1 trie d the 
If : t, you ha e missed t f the “ re yg od things.” 
AMERICAN AGENCIES: 
Bostor M 4 ‘ Hie j Harrisburg Buffalo Omaha 
( veland Gre i Kansas City Chicago St. Joseph 
S. 1 5 I Ang é Detroit Pittsburg Springfield 
Washingtor Albany B Columbus Philadelphia Providence 


New York City deesnuathes, “The Ransom-Parker Co., 4-6 White Street. 
THE DODGE COMPANY, MANUFACTURERS, SYRACUSE, N.Y., U.S. A. 
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This Little Machine 
Makes an Average 
of $250 Weekly 
for One Man 














And anywhere from 830 to 
$150 per week for many 
more of our agents 


Any dealer or seller of 
Office Supplies can 
greatly increase their 

earnings, selling 


The Protecticheck 


The business man who does not use it shows a disregard 
for the safety of his bank-account and his credit 

The Protecticheck is the only means by which the al- 
teration or raising of checks is made impossible 

It has many features not possessed by any other 
plicity, neatness, infallibility 

Therefore it is easy to sell the Protecticheck to any 
careful business man—still easier because 

We teach you, free of charge, how tosell it 

We have set the price at half the amount asked for in 
ferior makes, without reducing your profit 

We give you exclusive territory, if you devote 
time to it 

We Send the Protecticheck on 10 days Free 
Trial to any responsible business man, thus proving 
our confidence in it 

if you want to earn money in a line where you need not 
fear competition, write for our offer to agents and dealers 

if you are a business man, write for a Protecticheck on 
10 days free trial. 


ROCHESTER METAL MFG, CO. 
225 Jay Street, ROCHESTER, N. Y. 





sim- 


your 








ROBINSONS TWENTIETH CENTURY LEDGER 
ROBINSON’S 
Loose Leaf Devices 


LEDGERS, with telescopic posts and sectional posts 

Two-tust BINDERS, either automatic or key 
lock 

MAGAZINE BINDERS, will hold any 
without mutilating. 

CATALOG BINDERS, to accomplish every require 
ment as to service and price. 

SPRING BACK HOLDERS in al! styles. 


practical line on the market. 


ROBINSON OFFICE SPECIALTY CO., 


00 Warren Street, 1531 Monadnock Bidg., 
NEW YORK. CHICAGO, ILLS. 


magazine 


The largest 



































| YOU SAVE $7.00 ON THIS $10.00 
LOOSE LEAF LEDGER OUTFIT 


In order to introduce the Park Loose Leaf Systems 
we will send you our complete outfit of 2 Park Pat- 
ent Improved Safety Binders, Bound in Russia and 
Corduroy; two indexes with real leather tabs, = 
printed; ahd 250 First grade, non-tearing Le« 


Leaves, guaranteed to register as to ruling as well as 
to binding—the whole complete for $10.00 
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This outfit cannot be purchased anywhere else for 
less than $17.00, or more 

We make and send you direct from our factory 
anything yon require in loose leaf ledger supplies 
for less money than any other house in America. 

OUR FREE BOOK 

“Loose Leaf Logic,’ tells youwhy the Park Loose Leaf 
Systems save so much time, money and labor; also 
twelve reasons why the Park Binder is better and lasts 
longer than any other. Also Proof that we can save 
you money on your supplies. Write forit. It's free. 


Park Mig. Co. 
45 Sabin St. 
Providence, R. I. 














Ever Had a 
Fire in Your 
Office? 


Ever have any valuable doc 
uments or records destroyed? 
Ever use wooden cases that 
burn, warp, stick, shrink 
and cause other troubles? 
Ever realize the advantages 
of steel that won't burn, 
that is protective, compact 

and indestructible? We want 
to discuss this matter with 
you if you'll send us your 
address. Now is the time 

a fire may occur at any 
time. 








STEEL 


BERG ER’S devices 


We make document files, in- 
dex card cases, vertical files 
check files. combination and 
sectional cases, vault omni 
buses and everything in filing 
cases or shelving, IN STEEL, 
usable in an office 


Ask for catalogue 40S 
It's free to you. 


The Berger Mfg. Co. 


O.A.8-5 CANTON, OHIO 
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Our prices will 
Write to-day 
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U.S. Gypewriter Ribbon Mfg. Co. 


817-819 WALNUT ST., 


Points of Merit Claimed: Most intense jet Black Records. 
Most brilliant colors known 
and consequently the greatest Durability. 


We make goods for many of the largest distributors in the World 


interest you 
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PHILADELPHIA, PA. 


R'T'TB BONS 
Carbon Papers, Etc. 


Manufacturing for the Trade a Specialty 





Greatest copying strength 


Why Not For You? 
Agents Wanted Everywhere 


Hebb 





of business building, no departments ne: 
up-to-date appliances more than those which 
to do dire« tly with sales. Here a sys- 
esential and, to operate it 
properly, the very best office tools to be had 
are not a bit better than you should hav 


Turning inquiries into orders depends upor 


have 
tem is absolutely 


how they are followed up. The best sales 
talk ever put into a letter is ineffectual 
unless it is backed by a system which with 
automatic precision reminds the one 1 
charge of such matters to send out literaturs 
at regular periods, and persistently until the 
required object is accomplished, and _ th 
prospect becomes a buyer. 

Personal representatives should have a 


personal system and appliances with which 
to keep it going continually so that no busi 
ness possibility may by any chance be over 
low Iked. 

Take the little customer's tickler, for ex- 
imple. It soon becomes a habit to look at 
it the first thing upon arriving at the office, 


and with it you can’t possibly forget to se¢ 


the man who may be ready to buy that day 
\n inquiry list, with its little metal clips 
will double results of a fine line of sales lit 
erature, because the man whose duty it is to 
see that this is sent out can’t fail once the 
habit of looking over the follow up is 
firmly fixed. Carbon paper saves thousands 
of hours formerly spent in hard labor copy 
ing letters and documents. “Only the offic ’ 


boy’s time,” say! But how many gen 
eral managers began office boys? Mr. 
Carnegie says he did, in a telegraph offic: 

\dding machines save not only time, but 
brain fag and dollars. Work that was 
drudgery—hard, irksome, dreadable drudg 
ery—is now just a little physical exercise, 
with correct results guaranteed. 

Little simple wire paper clips save red 
blood that used to flow from pricked fingers, 
not to mention wear and tear in one’s vor 
bulary from the cause. 

How many law suits have 
saved by furnishing indisputable 
a transaction or the time of it? 

\s for time—well, mine is too valuable t 
spend hunting for a paper, or book, or let 


you 


as 


Same 
time stamps 
evidence ( f 


ter, or name in the directory which som 
handy contrivance will keep where I can 
get my eves on them in two minutes’ time 


don’t waste my precious mo 
ments using sé ancient method to save a 
few cents a modern will cost. Doing 


that is what I call “profane economy.” 


Then again I 


me 
rie 


one 





Any appliance—any system—any ma 
chine which will save its cost, and then 
some more, is something vou can’t afford t 
be without, because any saving above its 
cost—in money, in time, in labor—goes t 
the profit showing 

AMERIC ANIZING MEXICO =" 

Importations of American office appl 
ances into Mexico are growing every mont! 
and the value of typewriters alone going 
into that countri onthly averages about 
$20,000 in bg wee gold. In the nine 

ionths of the fiscal year ending March 
last. the value was $179,190 





When in doubt concerning any office 
device, consult the pages of OFFICE 
APPLIANCES. 








W. CARY LEWIS 


Here's another example of that Souther 
character brought to good advantage in the 
North 

A Southerner, born in Lynchburg, Va., 
Mr. Lewis visited Chicago in 1892 as chief 
clerk to the World’s Congress, held during 
the Chicago World's Fair, and, becoming in 
stilled with the commercial activity of this 
great metropolis, decided to remain here. 
\fter the Fair he became connected with the 
Metropolitan Business College as an assis 
tant secretary, and later had charge of the 
employment department of the Remington 
Typewriter Company. While with this firm 
the Rockwell-Rupel Company recognized in 
Mr. Lewis a man of personality and work, 
and offered him an engagement, which he 
accepted and retained for some eight years. 

In his career Mr. Lewis has become ac 
quainted with the requirements of the pub 
lic, and from his personal experience as a 
user, as a manager of large users of office 
supplies and from his connection with on 
of the largest jobbers and retailers of spe 
cialties for the office has become well versed 
in his chosen field and amply proficient to 
handle the business he ventures in. 

In May, 1904, Mr. Lewis started in busi 
ness for himself, making a specialty of rib 
bons and carbons, and at this time, as his 
advertisement in this issue shows, is able 
to offer the jobbing trade inducements for 
them to consider the Chicago market as a 
purchasing point for this line, and with his 
most agreeable personality is sure to make a 


host of friends and retain them with his 


excellent service 





OFFICE APPLIANCES AT THE LEWIS 
AND CLARK EXPOSITION, PORT- 
LAND, OREGON 


The Lewis and Clark Exposition is a 
larger and better exposition than Eastern 
ers would imagine, and the varied exhibits 
of manufacturers from all parts of the 
world is as complete as the recent World's 
Fait 

The age of progress with its many nev 
ind labor saving atures is shown in a 
core f new things in the writing and 
adding machine field, as well as other offic 
ippliances at the Lewis and Clark Exp 

| 1) 

Che Oliver Typewriter Company has a1 

eresting exhibit in the Manufacturing 
Building, in which there are three machines 
f wn St. Louis—mounte 
g silver th pearl keys. This cor 


ilso showing their “Exerciser” for 
testing of machines, as used in tl 
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We want dealers for the Fox 
AND WE HAVE THE 


Best kind of a proposition to offer 




















The following letter from one of our dealers speaks for itself: 


Fox TypewRITER Co., DALLAS, TEXAS, 5-14-05. 
Grand Rapids, Mich. 


Gentlemen :— 

Replying to your favor of May roth, No. 237, I wish to ex- 
press my feelings and appreciation for the unceasing effort you are making 
to improve the Improved Machine. I think myself that the Fox has more 
genuine, practical, commendable features than any machine on the market, 
and the people are fast finding this out. While our business is not as large 
as it might be, it is not spasmodic but conservative, and we have never yet 
had a machine returned as being unsatisfactory, and there has never been 
one taken in by any competitor, since I have had the agency, and this is 
more than two years. There must be a reason for this, and this reason is 
that they give satisfaction to both user and buyer. 

Yours truly. 
S. L. Ewinc. 


Mr. Ewing is an experienced typewriter man, having handled 
other so-called standard machines previous to his engagement with 
the Fox. @ There is not another;typewriter manufactured that can 
show a record like this. @ If you are interested, write us today. 


Fox Typewriter Company 


Executive Office and Factory: 
860-900 Front St., Grand Rapids, Mich. 








| SHERMAC 
UNIVERSAL 
| ENVELOPE SEALER 


CAPACITY: 
3500 Envelopes per hour 


Takes any width or 
length of commercial 
envelopes. 











THE SHERMAC 
gives in a condensed form 
more than has ever before 
been offered in large bulk 
at much greater cost, and 
fully answers every pur- 
pose of the expensive de- 
vices. 


Mutual Specialty Co. 


: 116 Broad Street, 
PRICE $6.00 Py A 


s 
AGENTS WANTED IN UNOCCUPIED TERRITORY. CHICAGO. 
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This Little Machine 
Makes an Average 
of $250 Weekly 
for One Man 














And anywhere from 830 to 
$150 per week for many 
more of our agents 


Any dealer or seller of 

Office Supplies can 
greatiy increase their 
earnings, selling 


The Protectichec 


The business man who does not use it shows a disregard 
for the safety of his bank-acecunt and his credit 

The Protecticheck ts the only means by which the al 
teration or raising of checks is made impossible 

It has many features not possessed by any other 
plicity, neatness, infallibility 

Therefore it is easy to sell the Protecticheck to any 
careful business man —still easier because 

We teach you, free of charge, how tosell it 

We have set the price at half the amount asked for in 
ferior makes, without reducing your profit 

We give you exclusive territory, if you devote your 
time to it 

We Send the Protecticheck on 10 days Free 
Trial to any responsible business man, thus proving 
our confidence in it 

if you want to earn money ina line where you need not 
fear competition, write for our offer to agents and dealers 

If you are a business man, write for a Protecticheck on 
10 days free trial. 


ROCHESTER METAL MFG, CO. 
225 Jay Street, ROCHESTER, N. Y. 
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ROBINSONS TWENTIETH CENTURY LEDGER 


ROBINSON’S 
Loose Leaf Devices 


LEDGERS, with telescopic posts and sectional! posts 
TWO-POST BINDERS, either automatic or key 


locks 

MAGAZINE BINDERS, will hold any magazine 
without mutilating 

CATALOG BINDERS, to accomplish every require 
ment as to service and price 

SPRING BACK HOLDERS in al! styles 


practical line on the market. 


ROBINSON OFFICE SPECIALTY CO., 


10 Warren Street, 1531 Monadnock Bidg., 
NEW YORK. CHICAGO, ILLS. 


The largest 





























YOU SAVE $7.00 ON THIS $10.00 
LOOSE LEAF LEDGER OUTFIT 


In order to introduce the Park Loose Leaf Systems 
we will send you our complete outfit of 2 Park Pat- 
ent Improved Safety Binders, Bound in Russia and 
Corduroy; two indexes with real leather tabs, gold 
printed; ahd 250 First grade, non-tearing Ledger 


Leaves, guaranteed to register as to ruling as well as 
to binding—the whole complete for $10.00 
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This outfit cannot be purchased anywhere else for 
less than $17.00, or more 

We make and send you direct from our factory 
anything yon require in loose leaf ledger supplies 
for less money than any other house in America. 

OUR FREE BOOK 

"Loose Leaf Logic, ’’tells youwhy the Park Loose Leaf 
Systems save so much time, money and labor; also 
twelve reasons why the Park Binder is better and lasts 
longer than any other. Also Proof that we can save 
you money On your supplies. Write forit. It's free. 


Park Mfg. Co. 
45 Sabin St. 
Providence, R. I. 


























Ever Had a 
Fire in Your 
Office? 


Ever have any valuable doc 
uments or records destroyed? 
Ever use wooden cases that 
burn, warp, stick, shrink 
and cause other troubles? 
Ever realize the advantages 
of steel that won't burn, 
that is protective, compact 
and indestructible? We want 
to discuss this matter with 
you if you'll send us your 
address. Now is the time 

a fire may occur at any 


time. 
STEEL 


B RG E R’ DEVICES 


We make document files, in- 
dex card cases, vertical files 
check files. combination and 
sectional cases, vault omni 
buses and everything in filing 
cases or shelving, IN STEEL 
usable in an office 


Ask for catalogue 40S 
It's free to you 


The Berger Mfg. Co. 


0.A.8-5 CANTON, OHIO 
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U.S. Gypewriter Ribbon Mfg. Co. 


817-819 WALNUT ST., 


R'T'BBONS 


Carbon Papers, Etc. 


PHILADELPHIA, PA. 











Write to-day 
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Manulacturing for the Trade a Specialty 


Points of Merit Claimed: Most intense jet Black Records. 
Most brilliant colors known. 
and consequently the greatest Durability. 


We make goods for many of the largest distributors in the World 


Our prices will interest you 


Greatest copying strength 


Why Not For You? 
Agents Wanted Everywhere 
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of business building, no departments need 
up-to-date appliances more than those which 
have to do directly with sales. Here a sys- 
tem is absolutely esential and, to operate it 
properly, the very best office tools to be had 
are not a bit you should have 


lurning inquiries int 


better than 
orders depends upor 


are follow best sale 


put into a 


| up Phe 

letter 1s 
a system which with 
precisi nm re the 
ers to send out literature 


how they 


talk ever ineffectual 


unless it 1s backed by 


automatic minds one in 


charge of such matt 
at regular periods, and persistently until the 
required object is accomplished, and th 
prospect becomes a buver. 


Y 


Personal representatives should have a 
personal system and appliances with which 
to keep it going continually so that no bust 
ness possibility may by any chance be over 
looked. 

Take the little customer’s tickler, for ex 
ample. It soon becomes a habit to look at 
it the first thing upon arriving at the office, 
and with it you can't possibly forget to se 
the man who may be ready to buy that day 


An inquiry list, with its little metal clips, 
] 


will double results of a fine line of sales lit 
erature, because the man whose duty it is to 
see that this is sent out can’t fail once the 
habit of looking over the follow up is 
firmly fixed. Carbon paper saves thousands 
of hours formerly spent in hard labor copy 
ing letters and documents. “Only the office 
boy’s time,” you say! But how many gen 
eral managers began as office boys? Mr. 
Carnegie says he did, in a telegraph office 

\dding machines save not only time, but 
brain fag and dollars. Work that was 
drudgery—hard, irksome, dreadable drudg 
ery—is now just a little physical exercise, 
with correct results guaranteed. 

Little simple wire paper clips save red 
blood that used to flow from pricked fingers, 
not to mention wear and tear in one’s voca- 
bulary from the same cause. 

How many law suits have time stamps 
saved by furnishing indisputable evidence of 
a transaction or the time of it? 

\s for time |, mine is too valuable t 
spend hunting for a paper, or book, or let 
ter, or name in the directory which 
handy contrivance will keep where I can 
get my eves on them in two minutes’ time 
Then again I don’t waste my precious mo 


7 
wel 


Sonne 


ments using some ancient method to save a 
few a modern one will cost. Doing 
that is what I call “profane economy.” 


cents 


Any appliance—any system—any ma 
chine which will save its cost. and then 
some more, is something vou can't afford to 


be without, because any saving above its 


in money, in time, in labor 


mroes TO 
~ 


cost 


the profit showing 





AMERICANIZING MEXICO : 
lerican office appli 


Importations of An 


ances into Mexico are growing everv mont! 
and the value of typewriters alone going 
into that country) onthly averages abou 
$20,000 in American gold. In the nine 


nonths of the fiscal year ending March 321 


last, the value was $179,190. 





When in doubt concerning any office 
device, consult the pages of OFFICE 
APPLIANCES. 











W. CARY LEWIS 


Here's another example of that Souther 
character brought to good advantage in the 
North. 


\ Southerner, born in Lynchburg, Va., 
Mr. Lewis visited Chicago in 1892 as chief 
clerk to the World’s Congress, held during 
the Chicago World’s Fair, and, becoming in 
stilled with the commercial activity of this 
great metropolis, decided to remain here. 
\fter the Fair he became connected with the 
Metropolitan Business College as an assis 
tant secretary, and later had charge of th 
employment department of the Remington 
Typewriter Company. While with this firm 
the Rockwell-Rupel Company recognized in 
Mr. Lewis a man of personality and work, 
and offered him an engagement, which he 
accepted and retained for some eight years. 

In his career Mr. Lewis has become ac 
quainted with the requirements of the pub 
lic, and from his personal experience as a 
user, as a manager of large users of office 
supplies and from his connection with one 
of the largest jobbers and retailers of spe 
cialties for the office has become well versed 
in his chosen field and amply proficient t 
handle the business he ventures in. 

In May, 1904, Mr. Lewis started in busi 
ness for himself, making a specialty of rib 
bons and carbons, and at this time, as his 
advertisement in this issue shows, is able 
to offer the jobbing trade inducements for 
them to consider the Chicago market as a 
purchasing point for this line, and with his 
most agreeable personality is sure to make a 
host of friends and retain them with his 


— 4 
excelient service. 





OFFICE APPLIANCES AT THE LEWIS 
AND CLARK EXPOSITION, PORT- 
LAND, OREGON 


The Lewis and Clark Exposition is a 


larger and better exposition than Eastern 
ers would imagine, and the varied exhibits 
of manufacturers from all parts of the 
world is as complete as the recent World’s 
lair. 

[he age of progress with its many new 
nd labor saving ures is shown in 
score of new things in the writing and 
adding machine field, as well as other offic 
appliat es at the ia is and Clark Expr 
t 1 

The Oliver Typewriter Company has an 

eresting exhibit in the Manufacturing 
Building, in which there are three machines 

\ wn at St. Louis—mounte 
er, with pearl keys. This con 
a s also showing their “Exerciser” fot 
the testing of machines, as used in 
Oo ; 
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We want dealers for the Fox 


AND WE HAVE THE 


Best kind of a proposition to offer 








The following letter from one of our dealers speaks for itself: 


Fox TypewRiITEeR Co., DALLAS, TEXAS, 5-14-05. 
Grand Rapids, Mich. 


Gentlemen :— 

Replying to your favor of May 1oth, No. 237, I wish to ex- 
press my feelings and appreciation for the unceasing effort you are making 
to improve the Improved Machine. I think myself that the Fox has more 
genuine, practical, commendable features than any machine on the market, 
and the people are fast finding this out. While our business is not as large 
as it might be, it is not spasmodic but conservative, and we have never yet 
had a machine returned as being unsatisfactory, and there has never been 
one taken in by any competitor, since I have had the agency, and this is 
more than two years. There must be a reason for this, and this reason is 
that they give satisfaction to both user and buyer. 

Yours truly. 
S. L. Ewine. 


Mr. Ewing is an experienced typewriter man, having handled 
other so-called standard machines previous to his engagement with 
the Fox. © There is not another typewriter manufactured that can 
show a record like this. @ If you are interested, write us today. 


Fox Typewriter Company 


Executive Office and Factory: 
860-900 Front St. Grand Rapids, Mich. 








| SHERMAC 
UNIVERSAL 
"ENVELOPE SEALER 
| 


| 
| CAPACITY : 
||} 3500 Envelopes per hour 


Takes any width or 
length of commercial 


THE SHERMAC 
gives in a condensed form 
more than has ever before 
been offered in large bulk 
at much greater cost, and 
fully answers every pur- 
pose of the expensive de- 
vices. 


Mutual Specialty Co. 


"Aart Sar 
- ; 

I RICE $6.00 342 Dearborn Street, 
AGENTS WANTED IN UNOCCUPIED TERRITORY. CMCAGO. 


























26 








We Couldn’ 
Afford 


to spend our money here 
and in many other trade 
periodicals, just to invite 
you to send for samples and 
terms, if we didn’t know 
we had the goods you want 
at better prices than you 
are now paying. If we 
were advertising a box of 
carbon paper for one dollar, 
claiming it was worth four 
dollars, we could send you 
a box costing thirty cents; 
and if our ads were 
‘‘catchy’’ enough to secure 
a good many ‘‘dollars,’’ we 
could pocket our seventy 
cents per box profit and 
then strike a new field. 
We are not asking you to 
invest a dollar in a trial 
box of carbon paper: we 
are asking you 


in a postage stamp. It 
costs us money to send out 
samples. Could we afford 
to send them gratis to all 
interested persons if our 
goods would not stand the 
test? We have already 
told you of some of our 
money saving methods, 
and we will tell you of 
others in due time; but 
don’t wait for us to tell you 
all ourstory. Write to-day 
for samples and prices. Our 
goods are their own best 
salesmen; they talk for 
themselves and talk con- 
vincingly, and remember 
you are not advertising our 
brands for us when you 
push our goods. They are 
put up under 


and with every sale you 
advertise only yourself. 


26 Broadway 





Tolnvest Two Gents 


Your Own Name and Trade-Mark 


The Bartelmez Go. 


New York, U.S. A. 
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The Underwood Typewriter Co. have by 
far the most artistic display at the Exposi- 
tion. Its installation cost the company nearly 
$5,000, to say nothing of the machine dis 
play and the expense of a special electrical 
attendant who was sent from the East. 

x * * 

The Monarch ‘typewriter is exhibited by 
the California agents, Messrs. Wright & 
Peacock, of San Francisco, assisted by Mr. 
and Mrs. Geo. E. Merry, formerly of New- 
ark, N. J. 

x * x 

The Gammeter Multigraph, manufac- 
tured by the American Multigraph Com- 
pany, of Cleveland, is also attracting vast 
crowds from its demonstrations. This ma 
chine is also exhibited by Messrs. Wright 
& Peacock. 

* * * 

The L. C. Smith & Brothers Typewriter 
is not represented, although the Portland 
Agency had secured space in advance, but 
owing to the demand for the machines avail 
able, the exposition space was relinquished 

* * * 

The Blickensderfer Mfg. Co. have not 
yet completed their exhibit, owing to a de- 
lay in securing their new Electric Type- 
writer. 

* * 

N. C. Oviatt, representing the Compto 
graph Adding Machine, has a fine exhibit. 
* * * 

The Coast Agency Company are exhibit 
ing several office specialties, chief among 
them are the Parker Fountain Pen and the 
Jewett Typewriter. 


DEATH OF A FIRST INVENTOR 


JOHN PRATT. 
Born 1831. Died 1905. 


John Pratt, inventor of the typewriter and a 
veteran journalist, died suddenly, June 24th, at 
the home of Judge D. L. Snodgrass, in Chatta- 
nooga, Tenn. Mr. Pratt was 74 years of age. 

Until recently Mr. Pratt had been in excellent 
health. On the day of his death he was stricken 
with acute indigestion and his death resulted 
two hours later, as a result of congestion of the 
stomach. 

He leaves two sisters, Mrs. F. C. Fouche, of 
Chattanooga, and Mrs. Lila Peer, of St. Augus- 
tine, Fla. Other relatives lived in Georgia and 
Alabama. The funeral services were held from 
the home of Judge Snodgrass—Mrs. Snodgrass 
being Mr. Pratt’s niece. The remains were 
taken to Centre, Ala., for interment, and the fol- 
lowing gentlemen acted as pall-bearers: T. C. 
Latimore, J. C. LeClercq, W. M. Nixon, Thomas 
Carothers, George T. White and A. T. Ham. 

HIS INVENTION. 

Mr. Pratt was born at Unionville, 8. C., April 
14, 1831, and was educated in that state, graduat 
ing from Cokesbury College in 1849. For several 
years he was a journalist and lawyer in the souti 





In 1864 he went to England and devoted his :1 
tention for several years to the invention of a 
mechanism which he called the ‘‘ Pterotype.’’ It 


proved to be the first working typewriter that 
ever found a sale. In 1867 the machine was ex 
hibited before the Society of Arts in London, the 
Society of Engineers and the Royal Society for 
Great Britain. He was granted provisional pro 
tection by the British Government in 1864, and 
two years later his invention was patented in this 
country. 
PLAN OF MACHINE, 

Mr. Platt claimed four operations as requisite 
to the accomplishment of his purpose: That it 
was necessary to bring any one of a number of 























One Cent 


invested in a postal card, and 
sent to us with your address, 
will place this great time-and- 
worry-saving device in your of- 
fice on free trial. If you like it 
you can purchase it; if not, re- 
turn same at our expense. It 
costsyou nothingunless satisfied 





The American 
Combination Holder 


The Telephone Bracket 
that holds the telephone directory also 






It will save you time. 


It saves worry and inconven- 
ience. 


It will save your temper and 
will eliminate many a “bad 
quarter hour’’ from your busi- 
ness day. 


The only device invented that 
keeps your telephone and tele- 
phone directory together. At 
your elbow when you want it, 
but not in the way. 

The American Book Bracket, 
another useful office appliance, 
holds the phone directory only. 

We make a number of “‘good 
things’’ for the office which 
ner, ol had upon Free Trial. Bet- 
ter let us send you free descrip- 
tive literature. 


American Book Bracket Company 


GENERAL Orrice 
945 DREXEL BUILDING, PHILAOELPHIA 





New YorRK LONDON 






Cricaco 
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_aan the lines t «! Ip straight and prevents strain on the 


y 4 per cent. of stenographer’s time. It pre- 
mproving the quality of work. If you 


















, | 
; nd want these a antag which mean a saving of money to you, 
L papers sal buy a DEAKBORN Typewriter Cabinet with copyholder in 
{ S les es that ittrac | ‘ t right position for fastest work. Don't have copyhoider at- 
. tached to machine fhe DEARROKN Cabinets are made of 
ter S les ( len, of Milwa Solid Golden Oak, guaranteed the most complete typewriter 
gne the { n for the Remingt | cabinets ever sold at the price. We ship to responsible parties 
! ‘ . . . . napproval, freight prepaid East of Rocky Mountains. Write 
oO , g the United St | forcatalog of DEARBORN Typewriter Cabinets. 
: ‘ 8 is our No. 1, arborn 
18G8. M Pra tent ir Dearborn Desk Co., Alexander A, Samuel, Gen’l Mgr. ate pore eee 
A 308 Fisher Bldg., Chicago, U.S. A. Price $30.00 
| merly of Birmingham, Ala. Jf you want a desk, ask “ Dearborn.” 
( OVEMENTS. it ene 
g ffice at W 
; prese! ! g the curiosities yee 
typewritten letter f Mr. Pratt which a 
panied his n lel It iimed that the s; 
ignme t et . r heen excelled. > 
nventing the typ ter Mr. Pratt was act id Lia 
identified th tvpewrit y inventions. One of 
patents, embracing ft xial movement of ce 
typewriter wheel, thus ndering available sev: cr 
! s of type vas him to the Ham 
Type ter ( H s also the inventor 
acoso. | GRAND RAPIDS, MICHIGA 
letters ; in whi nnected solid body, that 9 - = 
-— & SI | te or fT heel, was moved 
letters. He is the first man to make F THE FRE M CEY Z. 
icouasabbosn “Manian mod t La ORMERLY D A O.. Lia. 
IS67 tT t ret f tilize several 1 f 
t Dp y rst f il }) 
ll ? | I han ! I l 








' NEW YORK SHOW 











Icvent 1 oni tion with the Second 
nual Office Applians ind Business Syst a 
Show in Madison Square Garden, 1 
York Citv, October 28th to November 4 
lis vear, are with such rap . 
hat even at this 
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oes “ ca : ; ‘ e q@) The new, up-to-date system of Sectional Filing Cabinets. A century in ad- 

( iTV Cit OTISLTALCE . - » ‘i Ps . 
vance of all others. Old Sty les, old methods left far behind. Nothing like this 







number promit fhee furniture 
facturers, abou in all, have simple labor saving, space Saving, money saving system ever before thought of. 
space, some cf these firms requiring an area @ Briefly—an outer cabinet or shell—the various filing devices in skeleton 
lor the acct units to fit inside—all interchangeable one with the other. 
‘ s which wv . ' : 
" ' Rage eene q All separate tops, bases, loose ends and other useless and expensive 
( Lhe numb 
onteae , features eliminated. 
, fice } | The Interchangeable Interior Filing Cabinets are illustrated and described 
ddition in new catalogue No. X 4305. Mailed free on request. 
ite « ‘ 
Ne Terms to the trade on application 
Mm inaica 
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the “‘finish”’ so essential to long service. 


people who demand THE BEST. 


Free Sampcies TO DeALers 
money makers for the dealer. 








We are manufacturers 





the 


arrangements for exhibiting within 
next fortnight. 

Vacation time and summer dullness have 
seemingly had no effect upon the plans for 
the show. Most of the manufacturers de- 
sire to get space as far in advance as pos- 
sible, in fact, so brisk and constant is the 
demand for space that the management has 
already arranged to bring into use for ex- 
hibition purposes portions of the mammoth 


Carbon Paper Economy 


Our method of manufacture (a process dis- 
tinctly our own) guarantees carbon paper 
possessed of a uniform coat of color and of 


quality and quantity of work. 


TYPEWRITER RIBBONS 


Made after a method experience has proved to be THE BEST. Popular with 


Our products are trade winners and 
Samples and prices sent on request. 


MILLER-BRYANT-PIERCE CO. Department 6 
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It is economical because it gives both 














AuRORA, ILL, U. S. A. 





Madison Square Garden, which heretofore 
have not been utilized by the trade shows. 
While this show has awakened more in- 
terest than its successful predecessors in 
every branch of the office appliance trade, 
one feature of special interest is that a 
number of manufacturers who deal only 
through jobbers are exerting every effort 
to make their portion of the show a distinc 


tive feature. This is due mainly to the tact 








THE COLUMBIA 





TYPEWRITER 





dealers 


that the attendance will include 
from every place of prominence in the East, 
and doubtless the show will be the means of 
a number of the exhibitors extending their 
business through new agents secured dur- 
Letters have 
indicat 


ing the progress of the show. 
been received by the management 
ing that many stationers who contemplat 
extending the lines of goods they handle 
will attend the show for the sole purpose ot 
examining the goods of the various manu 
facturers before making a choice. In fact 
the show bids fair to become the scene of a 
national gathering of the office appliance 
and allied trades, because of the attendance. 

The co-operation of the Associated Of 
fice Appliance Manufacturers of America 
with the show management for the purpos« 
of producing harmony among the exhib 
itors and the management for their mutual 
benefit, is proving productive of very 
ifying results. 

Some of the firms who have closed for 


hav 


gral 


space since our last issue and who will 
interesting exhibits, are: 

Monarch Typewriter Co. 
Eaton-Hough Co. 

Lamson C. S. S. Co. 

Tengwall File & Ledger Co., New York. 
Three-in One Oil Co. 

Philip Hano Co. 

National Phonograph Co. 

Fay-Sholes Co. 

Sieber & Trussell Co. 

Hektograph Co. 

Columbia Phonograph Co. 


CINCINNATI MERCHANTS’ AND MANI 
FACTURERS’ INDUSTRIAL 
EXPOSITION. 

From September 11th to both 

there will be held in the Music Hall and Expos 





23d, inclusive, 


tion buildings of Cincinnati, Ohio, a merchants’ 
and manufacturers’ industrial exhibition. This 
exhibition will be very broad in its scope and is 


to include also an office appliance and business 
systems’ department. 

The administration dey 
ment of this fact in anot 
of Orrice APPLIANCES, where an 
the exposition building may be found. 

Cincinnati is practically the center of one of 
the richest manufacturing sections of the country 
and it is only natural t that these vast 


artment makes announces 
her section of this issue 
illustration of 


suppose 


manufacturing enterprises will be deeply inte 
ested in anything that will make for the better 
ment of business conditions of their offices. As a 
rule business men are too busy to investigate 
time, labor and money-saving office devices when 
scatte red all over the « intry, but even the busiest 
business man will take a day off to visit an exp 
sition where all these office appliances and b 
ness systems are brought together in compact 
form, so that he may investigate them all under 
one roof. 


ment has secured the 
and excu rates 
directions. 

iying the various office ay 


The exposition managé 
operation of the rail 
will be given from all 

In addition to disp] 
pliances and business systems there will be a nun 
ber of lectures by business experts upon n 
business methods. 


roads, rsion 





The ONLY VISIBLE WRITER that sacrifices NOTHING to gain visibility, and is unapproached in 
its AUTOMATIC movements, easy action, conveniences, and durability. 


COLUMBIA TYPEWRITER MFG. CO. 


116th St., bet. Fifth and Lenox Aves., NEW YORK, N. Y. 


THAT TOUCH METHOD 

“That touch method!” 
business man apprehensively. 

“Oh, I don’t mean borrowing 
thing like that. I mean they 

school now to use all our fingers 

thumbs in operating a typewriter and neve 


’ ’ 
excialmea 


” 
DIO, Or at 
teach us 


al d bot 





ir stenographic notes 








to take our eyes off ot 




















THE FRONTISPIECE 


We present as a frontispiece this month, 
the port f Mr. W. R. Fox, president 
nd gen anager of the Fox Typewriter 
( pat (,Tal Rapids, Mich. 
W hile Fox Typewriter has only been 
ete short , the first machine be 
g Ss 1898, and the present company 
gan 1 1 reputation is such 
that it is known ever typewriters ar 
used s universally recognized as a 
high ¢ an achine. 
\sa go ( n find the occupation 
whicl ey are best adapted, and never 
his true tl in the case of Mr 
seque he has been able t 
S eve nprovement in type 
writer building and has been constantly in 
touch e d lopment of the typ 
tet sti ( g the years he has 
( ed ¥v t, from the mechan 
al as s the ng standpoint. 
Mi is b Middleton, Conn., 
about tl time Commodore Perry neg« 
( st tr with Japan, and re 
embers easure a Jap clas 
Worcester Polytechnic in 1874. 
On t of illness Mr. Fox was un 
able t complete the course at Worcester 
but rop the studies begun theré 
Having us] astered the trade of 
| t aker he continued to 
k ( f e best shops of the east 
Being of an inventive turn of mind in 
1879 | ed original tool for the 
( makers, naming it the “l 
versal Trimmer.” He came to Michigan 
nd S85 beg: he manufacture and 
sale of ft lac} vhich is now recog 
nized a standa tool in the pattern 
hops of the we lo this specialty he 
a line of machine tools which ar 
tured | the lox Machin 
Ci 
In 18 [r. ] in the manufa 
F hic 1 spe bicycle machin 
Ste, Minaint being rried on bv the I: 
Machine Company Seeing that the end 
he hi sines uld soon be reac] 
1 180 k up experimental worl 
| Tyé T é 
\ll his previous training especially fitte 
I made a complet 
exhaustive stu f all machines then 
et, of the requirements, botl 
the operator's and the business man’s 
standpoint, and it was not until two years 
f hine was market 
( | ent of the Fox Typew riter 
from that date has been marvelous, show 
g what can be a plished by a master 
ind emented by able assistants. 
Mr. |] has taken out nearlv one hur 
dred { cover a wide field of su! 
ts I twer of these being 
tv] , some of his inventions having 
been purchased and used in other lines 
b but f ist few ears 
I o ly to the buil 
[ x Type Writer 





You won't do wrong in suggesting to 
your friends to subscribe for OFFICE 
APPLIANCES. 
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«¢ PRINTS THOSE RED TOTALS” 


Universa 


Hand or Electric 





Features 





Only Five Pounds 
Pull is Required 
to Operate Our 
Hand Lever 
Machine : : : 
® od 
A Separate Cor- 
rection Key is 
Located at the 
Bottom of each 
Column of Keys 
A) Q 
All Totals and 
Sub Totals are 
Printed in Red, 
while Items are 
Shown in Blue 
ry) % 
No Extra Pull of 
the Lever is 
Necessary before 
taking the Total 














Features 




















Main Office 





and Factory: 


The World’s Best 





NOT Es 


Our Wlustrated Catalogue will prove interestiag 
to present as well as prospective users. 


SENT ON APPLICATION 











Universal Accountant Machine Co. 


AGENTS IN ALL PRINCIPAL CITIES 


3823 Laclede Avenue, St. Louis, Mo. 


It Requires Ten 
Seconds to make 
a Hand Operated 
Machine out of 
the Electric: : 


) vy) 
Red Naughts at 
Head of the List 
Show that the 
Machine was 
Cleared’: 3 3 3% 

o 2 
Columns can be 
Printed Any Dis- 
tance Apart to 
Suit Any Ruling 

o 2 
Large clear 
Figures above 
the Key Board 
show the Total 
at all Times : : : 


Adding Machine 
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T'S JUST 


FUN = THE KEY TO LIGHTER LABOR 


























~ UR “Pneumatic Cushion Keys” for typewriters are 
oO made of rubber They fit the keyboard of any 
typewriter. Anybody can put them on—no I 
required rhey form soft, resilient little cushions 
for the operator's fingers They make the work 
‘ much easier and enable the operat to do more and 
to do it better No more sore and bruised finger 
tips or injured nails It's just fun to run a ma 
chine with Pneumatic Cush Keys Instead 
f hard work 
SINGLE KEYBOARD SETS $3.50 
DOUBLE KEYBOARD SETS $5.00 







Write us on your letterhea 
booklet and sample key A fu 
respons f firm I person on “) days 
trial f they don't please i 1 need not 

keep them 
We 1 mar 


ad for descriptive 
| set sent te ny 














































foven edge for narrow ribbon 
machines, 60« Write for descriptive book 
let Liberal discounts in large quantities 
Samples for the asking 


Imperial Manufacturing Co. 


No. 296 Washington St., Newark, N. J 







KEYS 
MAKE A GREAT SHOWING 









H. E. ROBBINS MAKES A CHANGE 


’ 


Mr. H. E. Robbins, formerly of the Rock 


TYVDOWTUES Sikes well-Wabash Company otf Chicago, has re 
All the Standard Machines SOLD or cently become sales manager Ol the Wabash 
RENTED ANYWHERE at HALF Cabinet ( ompany of Wabash, Indiana 
MANUFACTURERS’ PRICES, allowing ma oH , 
Mr. Robbins is a very active man in th 





RENTAL TO APPLY on price. Shipped with ‘ f 
privilege of examination. Write for Catalogue. | office furniture field and an excellent sys 


‘ Em p 202 LaSalle St. a ae 1] , ne “a . 
Typewrit po tematizer as well. He reports that he is 
er nium CHICAGO establishing business connections all over 
the country very rapidly for the line of 

Wabash cabinets and filing devices. 











Visible Writing 
Unlimited Speed 


. TYPEWRITER 


Permanent Alignment 
Back Spacer 
Decimal Tabulator 


Automatic Printing 
Automatic Key Release 


Automatic Line Spacing 
Automatic Controi of Uniform impression 
free Carriage 
Carri 
lt Direct Inking 


Automatic Tabulating 
Automatic Margin Lock 
Automatic Increase of 
Power for Manifolding 
Strength and Durability 


interchangeable Type 

Beauty of Work 

Light Touch 

interchangeable Carriages 
(any length) 





An Entirely Automatic Typewriter. Catalogue upon request. 


The Blickensderfer Manufacturing Company 


Executive Office and Factory, Stamford, Conn. 


New York, Philadelphia, Pa., Chicago, IIL, 
240 Broadway. 709 Chestnut Street. 277 & 279 Dearborn Street. 
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AMONG THE MISSING 


CRANDALI 
$540 
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For ALL 
NATIONS 

and 
TONGUES 


69th to 70th Streets and East River, 





Hammond Typewriter 





The Hammond Typewriter Company 


Latest 
Achievement 
BRAILLE 
SHUTTLE 
For the Blind 


NEW YORK CITY, N.Y. 

















HI [ULTIGRAPH IN CHI 


\\ | 
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The American Multigraph Company is breaking 
ground for a new four-story factory building, in 
which additional machinery will be placed as rap- 
idly as the building is completed and by the first 
of the year the company will have a manufactur- 
ing capacity of 20 to 25 machines per day, at 
which time various branch offices will be opened 
up throughout the country, and a large selling 
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If anyone tells y 
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the interests of 


does 





ok wise and wink 


1 that OFFICE AP 
thoroughly cover 


the Typewriter Trade, 


campaign inaugurated. 

















BERKSHIRE 
TYPEWRITER 
PAPERS 


The most complete line manufactured; including light, medium and heavy weight 
papers, in bond, parchment, ledger and the popular fabric finishes, combining the 
strength, durability and fineness of texture. 











essential qualities 


ASK FOR SAMPLES. 


Select the papers from our large line that you want for your 
own line. Send us a stock order and we will furnish you sample 
books of the papers you select with your card on the cover. 


BERKSHIRE TYPEWRITER PAPER CO, 
PITTSFIKLD, MASS. 
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Largest Wholesale Dealers in 


Second-Hand Typewriters 


in the United States 





The Trade Supplied in 
Any Quantity 
at Lowest Prices. 





Send for Net Price List. 








EXGMANGE. 





General Typewriter Exchange 
243 Broadway, New York 

















TYPEWRITER PARTS 


TOOLS — TYPE — SUNDRIES 
PLATENS WHICH DO NOT HARDEN QUICKLY 


SEND FOR ILLUSTRATED WALL SHEET AND 52 PAGE CATALOG 


THORP & MARTIN CO., 
66 Franklin Street, iM BOSTON, MASS. 
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Typewriter Ribbons = Carbons 






In case you desire to 
handle the “ BEST,” 
which is always 
cheapest in the end, 
put in a line of the 
“ INDELIBA” goods, 
the kind that never 
fails to give satislac- 
tion. 





INDELIBA MFG. CO., Inc., Rochester, N. Y., U. S. A. 

















GENERAL NEWS 

Mr. Charles A. Sweetland has retired as pres 
dent of the St. Louis Society of Accountants and 
Bookkeepers since he has become general manage 
of the Plew & Motter Company, of Chicago, ma: 
ufacturers of Loose Leaf Ledgers. Mr. Sweet 
land still continues as managing editor of 
publication, the Bookkeepers’ Bullet 


Mr. E. H. Markison, secretary of the Ass 
ciated Office Appliance Manufacturers of An 
ica, is sending out some splendid printed matte: 
regarding the advantages of the association and 
benefits to be derived from membership in it. ‘I 
memberships are coming in very rapidly and t! 
association feels very much encouraged by the 
interest which is shown by the office applian 
manufacturers throughout the country. 


MVoore’s Monthly Messenger creates more i! 
est with each succeeding issue. The August num 
her contains an article by F. A. Partenheim 
‘*The Necessity of a Follow-Up System,’’ alsé 
one by |. B. Hendrickson on ‘* Advertising De 
partment Records,’’ and one by P. T. Probst, « 
‘*Loose Leaf \ her System,’’ and one 
Charles A. Sweetland on ‘‘ The Unit Idea in B 
keeping,’’ all of which are splendidly written ar 
contain many valuable points of informat 


the business man, 


The Messenger is, from start to finish, the 
uct of the John C. Moore Corporation’s own sl 
and has been printed on a very fine grade 
paper. 

The Burroughs Adding Machine Company ar 
issuing a four-page monthly bulletin, size 11x17 
printed in many colors. The Bulletin is very « 
erly illustrated and contains not only many rea 
sons why adding machines should be used, | 
also gives a complete list of the sales made by 
the Burroughs company during the thirty days 
preceding its date of issue. Mr. E. St. Eh 
Lewis, manager of the Publicity and Promot 
Department, who is responsible for this sple1 
bit of advertising literature, is certainly 
congratulated on Vol. 1, No. 1. The Burroug 
Adding Machine Company will undoubtedly he 
glad to send a copy of the Bulletin to any 
ested party, and it is well worth asking f 


The Universal Adding Machine Company is t 
with a neat booklet dressed in a handsomely 
signed and embossed cover. This booklet is print 
ed in three colors and is a model of typographi 
skill. The half tones are unusually good, star 
ing out effectively because of the excellent qualit 
of paper used, as well as the care exercised by 
printers, 

The F. N. Volkert Company, 85 Fifth ave 


Chicago, manufacturers of high grade loose 


ledgers, reports a splendid business during t 
summer months. ‘This mpany is branching « 
for larger territorv and is anxious to secure hig 


grade office appliance dealers to handle its ling 


various cities in the United States and has a 
cial proposition to make to the track 

The Los Angeles Lithographing Co., at L 
Angeles, California, has just secured 
tract to represent the Wabash Cabinet | 
pany ’s line of office furniture and filing dé 
on the Pacifie coast This company is in splen 
did shape to handle the products of office ay 
plianee manufacturers and the Wabash Cabir 
Company is fortunate in securing them t 
resent their excell 

The name of the Central Printing Company 
Indianapolis, Indiana, has been change: 
Seott-Miller Compan This firm has lease 
large new building for a long term of years 
t he ywner of Market and New Jerse. 
It is one of the most modern buildings 


kind in the count! 1 all machinery of 


character 1s run by electric power. 


In addition to its regular printing bus 
the company wi i full line of off 
pliances. Mr. Charles P. MeDougall has 

tly been made its vice-president. 

{ neat little | se magazine, under tl 
of ‘‘Poor Richard’s Almanack,’’ is issued ¢ 
month, bearing « e of the activity f 


mpany in anything which it undertakes. 





LEWIS 


W. Cary Lewis 





nd I am fhe m west of New York 
who deals exclusiv t carbonized papers 

If u are a dealer or user of carbon pa 
pers « kine description / can put 


you wise to information about carbonized 
papers h will surprise you,—informa 
tion whi pt did not believe ex 
istec 

his torma will be helpful to 


paper, because it will 

prove absolutely that you are not maki 

ur present line of cat 
make after 


as a dealer in Carbo! 


aS Nuch 


bon paper as Ca talking 
with me 

[ am not asking vou to take mv mer 
statement for this \ll I ask is that 
write me and investigate, and then it is up 
to 1 { ike ot 

Because of cert conditions of which 
| am informed I can give you facts about 
carbon paper which will enable you t 
handle a much better line of goods thar 
ou ca | anywhere else on the market, 
and also make loney every time you 
sell carbon paper. It only costs you a a 
stamp investigate this proposition. 

ww it will pay nany times two cents 
tT cl 5 


Wher ou write me 
W. CARY 


21 Wuincy sSt., ( 


address 
LEWIS, 


Illinois. 


hicago, 








We make and recover 


| _Ty pewriter Platens 


can w er and at a ower coat 
dealers in second- hand snenines 
t an an yne else. 
Wette Us Let Us Prove It 
AMES & FILSTEAD, 383 W. Monroe St., Chicago 




















Scart Fastener —eve “ly wants one Reliable and 
} kiy a sted Sca 1 slips through hole in 
tt 1 rod and a twist of the round cap grips ittight 
y pin (see illustration Positively prevents pin 
fr king up and woking untidy The only abso 

protection against or theft of valuable scarf 
pi st useful thing « r invented 10c. prepaid to 
any ad Money ack if not satisfied Agents want 
ed. Refer ate Bank 


Sterli og sanety Co “S808 E rie St., Chicago. 








DEALERS 
WANTED | 


VOLKERT L LOOSE LEAF LINE 


S AND PARTICULARS 


F. N. VOLKERT & CO. 


CHICAG(C 


§8-85 FIFTH AVENU!} 
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BURROUGH'’S SALESMEN’S CONVENTION 


The third annual convention of the Burroughs 
Adding Machine Company agents and salesmen 
was held at the Detroit hea iquarters J ly 5 to 
S, inclusive 

The convention was attended by ndred 


and forty-eight of its representatives from the 
United States and Canada, and was one of the 
essful in the history of the 


most Sui¢ 


rn? pany . 


In honor of the occasion the selling force pre 
sented the company with the largest single 
month’s business in its history, the last day of 
June showing the largest single day’s business. 


The convention was marked by many success 


ful features of a social nature, notably a sail on 
the famous Detroit 
on Friday afternoon, the 7th, and 


banquet served at the Russell Hous 


island, 
annual 
Detroit, 


river to Bois Blane 


on Saturday evening, the 8th, Mr. Alvan Macau 
ley, the general manager, presiding 
Among the guests of the evening, Mr. W. C., 


Holman, 
table 


mendous enthusiasm 


editor ano 


address on 


‘*Salesmanship,’’ delivered 
‘Selling,’’ which aroused tre- 


among the diners 


The scope of the convention may be best 
judged by the subjects discussed Among the 
fifty or more subjects on the program the fol 
lowing is a partial list: 

What particular line of advertising sent out 
by competitors has given you the most trouble? 


How can we improve our monthly Sales Bulle 
tin? 

What are the most urgently need improve 
ments of our machine? 

What particular line of work in our business 


systems department is proving most effective? 


Adding Machine Con 


these 


The Burroughs pany has 
agents’ 
individual 
nereased 
terri 
been a 


made a conspicuous success of 


onventions, great coming to the 


good 
members of the selling force in th 
effectiveness in which they cove 
tory and in this 


large beneficiary. 


r their 


way the company has 

















A NEW TABULATING DEVICE 

The Simplex Tabulating Company, of Washing 
ton, D. C., whose advertisement appears in another 
part of this issue, are pla y upon tl market a 

ibulator attachable to az Remingt ype 
writer. This unique little dev enables the per 
ator to do tabulating work with as much ease and 
ar racy as ordinary correspondence r} Sim 
plex Tabulator is so small that it car irri 
in the vest pocket and at the same time prac 

eal and he Ipful that students as ws s prac 
tical operators are giving it the most thusiasth 
rece ptior . 

Various government departments ready 
adopted t and Mr Hawkins. fils rk f the 
Supreme Court of the District of Col i, Who 

then us in bis ae ! t, s it the 

itor s es thre ho da s 
1 lating At this ra i pay 

i f el re¢ | mes rse 
ra eal 

| i ie xX | t me 

f mos ract 
ind affords ar ) 
lea rs a l sales tive 
rn - f g king 
for I the 
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“Save Money Every Day” 


Each unnecessary 
stamp you use wastes 
money. 

Use one cent too little 
and perhaps your pack- 
age won't arrive. 

You can’t afford to 
guess. 


| Pelouze 
Postal 











National 4 Lbs. 63.00 

Union 2g Lbs. 2.50 

Columbian. 2 Lbs. 200 

Star 1Lb. 1.50 ss | o 
Creseent.......1 Lb. 100 Cc a e 


point to the number of cents required the mo- 
ment the letter or package is placed on scale. 
You don’t have to figure—the scale does it 


for you. 

Every PELOUZE 
SCALE is guaranteed 
accurate and will stay 
that way. 

That's one reason why 


they received the 


Highest Award 


at the World’s Fair, St. 
Louis. 


“No modern up-to-date 
office is complete with- 





Mail & Express 16 Lbs. 85.00 


out one.”’ Commercial. ..12 Lbs. 3.75 
’ moines U.S... 4 Lbs, 2.50 

For sale everywhere by natienge......4Lbs. 2.50 
Leading Dealers. Vietor......... wl Lbs. 1.75 


PELOUZE SCALE & MFG. CO. 


118-132 W. Jackson Boulevard 
CHICAGO 




















PENNSYLVANIA TO PRODUCE A NEW 
TYPEWRITER 

Beaver Falls, Pa., is to have 
dustry, and the world will have a 
visible writing typewriter. 

The Union Specialty Manufacturing Co. 
are to build an extensive manufacturing 
plant here, for the manufacture of type- 
writers and sewing machines. Work has 
already commenced on the factory site, and 
the building will be 337x62 feet. The 
building will be of brick, two stories, and 
located on the site of the old McCool Tube 
Works, destroyed by fire. It is located 
on Third street, between Seventh avenue 
and the Pittsburg & Lake Erie railroad. 

The company owns water rights, which 
enables them to operate their plant with 
water power. Completion of the building is 
looked for within ninety days. 

The Union Specialty Manufacturing Co. 
has applied for a charter, but the company 
has not yet been organized further than 
= appointing of W. A. McCool, of Beaver 

Falls; J. L. Sharkey, of Chicago, and C. E. 
McKim, of Pittsburg, as a committee to go 
ahead with the building. 

The company is capitalized at $600,000, 
and is really a merger of the New York- 
Pittsburg Manufacturing Company. This 


a new in- 
new 


firm has been making blind stitch sewing 
machines. 
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All 
New England 
will 
Attend 


ANY 


[i you manufacture @ @# «» OFFICE 
APPLIANCE 


ANY 
[i you have @ - @ BUSINESS SYSTEM 
TO EXPLOIT 





All 
New England 






“\ DON’T FAIL 


New England 















wee APPLY FOR SPACE scar 
N. E. Office Appliance 








Business Systems Show 


Everything in office appliances of every description, everything in 
usines systems, that will interest merchant and manufacturer, will 

be shown. 4 Special inducements for merchants to visit the 

exhibition and to make them your customers. Address 


Chester I. Campbell, Mer., 5 Park Sq., Boston, Mass. 



































UNION CASH REGISTER 


FOR THE MONEYS OF ALL NATIONS 








BLE KEYBOARD, automatic, instant- 

ly reset, simplest in construction and opera- 

tion, requires only a quarter of one turn of the 

crank, protected by strong patents and we will 
protect all our users. 


AGENTS WANTED in every city of the world 











UNION COMPUTING MACHINE CoO. 


} and 3 UNION SQUARE WEST, NEW YORK, U.S.A. 

















ADJUSTABLE TELEPHONE BRACKET 


A new and very convenient adjustabl 


teleph ne brack t has just been placed Ol 
the market and offered for sale by t 
American Electric Telephone Company, of 
Chicago, Ill. This bracket is designed fot 
use in connection with desks for the support 
of telephone inst1 ents The bracket cat 
be provided with a base for mounting « 
flat top desk or for mounting on a roll toy 
cle sk, as desired, na the se bases are té 
changeable, as more arly shown in the a 
ng illust n, which shows 

‘ brack« two ba \ 

) issociat it! 





' tiv Ilevectr ; +] vclie ' | 
> suis t { Pit aii } Lit 
' 


phone is supersed vy more co 
ephone, which does not have the base « 
linary desk telephon If it 1s desir 








In this illustration the bracket i 
be ng provic th a base for mot 
ona flat top desl ;, iS will he p« TCe1\ 
this picture. Th amp 1s substant 
secure h lds tii phon piece ( 
in be provid ch will | l ai 
rdinat if desk telep 
he clamps he the te 
rrovided nner surfaces 
ng so surta f 
is not being | 
sk rovice 
Ss is sh | Strations 
<es the { th tra 
hpiece {1 vertica Ss 
the bra 23 1 { I 











each additional pair of links adds 4 inches 
\ length of more than 31 inches is not re¢ 
nmended to support the ordinary desk 
tele ph ~ 
STEEL FURNITURE 
The Berger Manufacturing Company of Cat 
ton, Ohi ire doing a larger business than 
in their metal office furniture line. The lin 
cludes r index and document files, vertica 
ind fi er files, 1 r book shelves, in s!} 
filing devices of every kind for business offices 
ind bank auilts, 
A ul e feature f the Berger ‘‘steels 
is that it is sectior nstruction and <« 
of being |} t up i ! desired eombir 
the same s wooden section devices. The cases 
ire 1 irely of e best steel, making then 
not fire proof t vermin proof. Sir 
he iffect t hanges in temperatur: 
and elimatie conditions the drawers never bit 
or warp, but alwavs open easily. 
here is a constant increasing demand 
ste rniture, a wideawake dealers 
manifes g a deep it st in this line of g 
he | Man y Company have iss 
i neat little catalogus No. A-40, which is 
wort sking for : li be at the elbow 
and offi 


appliances 








DIAMOND BRAND 





TYPEWRITER RIBBONS 
TYPEWRITER PAPER 
CARBON PAPER 
FOR ALL USES 
We manufacture the best line of 


TYPEWRITER SUPPLIES on the market 


The S.T.Smith Company 


11 BARCLAY STREET, NEW YORK CITY 


Formerly 10 and 4 Park Place 


Please send for our Catalogue and samples of 
Manifold Typewriter Linen and Carbon Papers and 


price lists of sam« 


DISCOUNTS TO THE TRADE 























= 300 
Morton's Crystal 
Odorless Typewriter Oil | 


Finest Made. 
Sample and prices on application. 


MORTON MFG. CO., LOUISVILLE, KY. 


to dealers selling 


| 
| 
| 
| 














OFFICE PPLIANC 


ES 


OFFICE APPL DIRECTORY 


7 is 
Othce Appl ance dealers are 
tacturers at a small cost 


APPLIANCES The space rate is 32 
Domestic, and $1.50 Foreign The 


watching tor m 


limited to 


publishers 


Andrews Type Exchar 
1% Court S LB ! Mass 
lL. & M. Alexander & ¢ 7-06 
110 Montgomery St., San I Ca 
H. M. Ashe 
7o N. Pryor St AT I Ll, (ra 
W J Arnot & Co 
104 McIntyre B k, Winnipeg, ‘ la 
Breeden Office S pply Cc 
62 W 2nd Soutl sa Lake ¢ { 4 
( ( I lemann & 
117 Sutte St Ss Francis 
Clark & Stuart 
Vancouver, B. ¢ 
Rex B. Clark & ¢ 
Griswold St Det M 
Ben E. Caulkins 
1 N. Main St B e. M 
rhe Chas. F, Courtney Co 
42 N. 6th St., Reading, Pa 
Fielder & Allen 7-06 
61 Pea htr st \ nta ‘ 
( in or S ( 
x 8 | s Ss s ” d \I 
| S ‘ 





$ RECENT PATENTS $ 





rYPEWRITERS 
SS758 | M I I Diss 
SST ) ‘ ! S I] ! l’a ‘ W 
] I g | 0 g N J 
SS7¢ I Key Action f I nt Stroke 
Machines SO J Felbel : as 
signs Un J ( New 
York 
gQO8 | S | 4 .' g S ‘ 
5 ns M ( 
x4 | Ke \ ‘ ) ng 
signs ft M " Cor I 
7s S4 Bi. i \ niso \ ( 
ID i 
s ) I I \ for I Ss ke 
i M W Pool, Bt is 
l M i ‘ iny 
re. ‘ ] Wi Dis ( W s y New 
York 
789 M ry writ I ( Bod and 
Isa I I leau \i N \ 
s : 2 er \ \ | Syracuse 
N. ¥ 
TOOZT2Z ¢ ige M t Ww I. J ! is 
ns t Der e Col il 
79028 I \ f I I St Ma I nm 
\ I KS S gns Un I writer 
‘ 
- at) \ ble Lett S| o Me i Wm 
( Farn B ! n Vt. gns to 
Wryekoff, Se s rhe Benedi I -— a 
790591 Key Tor ( D. R Hartford, Cont as 
signs to Underwood Company 
10652 Papes Feed Stefanus Nielsen, Brooklyn; 
assigns to Monarch Company 
i 1 Attachment Ber I Blakemar Indianapo 
is, Ind 
791420 Escapement Fred W. Hillard, Tottenville, 
S. 1. 
791483 Line Spacing Platen End Mechanism Hy. 
W. Merritt; assigns to Monarch Company. 
791549 Platen Clutch for Differential Spacing. Emill 
(;rosbais, Paris France assigns to 
ckoff, Seamans & Benedict 
791670 Platen Shift and I e Spacing Mechanism 
Alex T. Brown, Syracuse, N. ¥ 
793069 Interchangeable Carriages John J. Harmahs, 
New York, and Anthony A. Hieber, Brook- 
lyn: assigns to Universal Typewriter Cor 
poration. 
673 Ribbon Spoo Walte J. Lyter, Louisville, 
} assigns to Wyckoff, Seamans & Bene 
dict. 
793689 Type Bar Movement for Book Typewriters. 
Tohn A. Smith; assigns to Elliott-Fisher 
Cr 
TOSTSO Pa I d W I Fox and Glen J. 
Ba tt ign Fox Company 
T944357 Platen I K Franz X Wagner, 
New York 
7TH4504 J f Book 7 ew er G Ww Don- 
I g, East Orang N. d 
TO4AR51 I Ww W H. 4 Kieff, 
Russ 
7 SO I eR H g I Bea y Burnham 
( S kne'% | et! N J issigns to 
t [vt ; ‘ 
794897 B Hang S 
7 I I Xz I t Front 


1 spec vialties. 
Space in this dir rectory is open to retailers of 
3: two lines, 12 
reserve the right to exclude names from the list. 


Here is an opportunity to keep your name before manu- 
Commodities, subscribers to OFFICE 
insertions) in addition to the subscription price: $1 


James E. Lewis, —7-06 

Taylor Bivd., Taunton, Mass. 
Lerner-Bean Co., 

363 Washington St., Buffalo, N. Y. 
Harry Lax, 

Logansport, Ind. 
McDowell Office Supply Co., 

107 West 7th St., Topeka, Kan. 
Millison Office Supply Co., 

Wichita, Kan. 
Minneapolis Stationery Co., 

405 Hennepin St., ‘Minneapolis, Minn. 
Owen Typewriter Co., 7-6 

313 Zack St., Tampa, Fla. 
Parkin-Longley Co., — 7-06 

205 W. 2nd St., Little Rock, Ark. 
R. a Revalk & Co., 

135 Montgomery St. ., San Francisco, Cal, 
Rockwell-Barnes Co., —7-06 

267 Wabash Ave., Chicago, Ill. 
E. H. Sell & Co., 

118 8. High St., Columbus, Ohio. 
Typewriter & Office Supply Co., 

1107 G St. N. W., Washington, D. C. 
S. G. Winch & Co.. 

Pueblo, Colo. 


Machines. (81 
Syracuse, N. 


Stroke Alex T. 


claims.) 
Brown, 4 


795192 Ribbon Mechanism. Geo. T. Campbell, 
New York, to Franklin Typewriter Co. 
ADDING AND COMPUTING DEVICES. 
789099 Adding Machine. Marquis H. Lockwood, 
Macon, Mo. 
789143 Calculating Machine. Wm. H. Clark. (150 


claims); assigns to National Cash Regis- 
ter Co, 
789408 Computing Machine. Fd, M. Carroll, New 


Haven, Conn. (126 claims); assigns to 
Ed. 8S. Swift, trustee. 
789409 Computing Machine. Same (103 claims). 
789410 Computing Machine. Sight Plate. Ed. 8. 


Swift; assigns to Ed, 8S. Swift, trustee. 

789688 Adding Machine. Wm. F. Gatewood, Pierce 
City, Mo. 

791849 Adding Machine. Wheel Mechanism. Jacob 
©. Wolfe and Ed: W. Morton, New York. 

701941 Adding Machine. Recording Mechanism. 
Wm. H. Pike, Jr.; assigns to Pike Add- 
ing Machine Co., Orange, N, J. 

792041 Adding Machine. Chas. W. Horn, Chicago, 
Il. 

792398 Computer. Colin) Campbell, Jr., Union, 

792410 Computing Machine. Geo. O. Gilbert, Mont- 
rose, Colo. 

793340 Adding Machine. Geo, B. Beale, Chicago, 
Il. 

794353 Adding and Subtracting Machine. Albert 
Ilansen, Chickasha, Ind. Ter. 
FURNITURE. 

788966 Sectional Filing Cabinet. Hy. Upton, Ga- 


nanogqua, Canada. 

12344 Follower Block for Card Indexes (Re-issue). 
Thomas Sutter; assigns to Tucker File 
& Cabinet Co. 

SPECIALTIES. 

788787 Copying fath. Wm. A, Murray, Washing- 
ton, D. C. 

793978 Copy Holder. Geo. C. Belidler, Oklahoma, 
as ae 

794099 Copy Holder, for Touch Typewriting. Geo. 
lb. Heaney, Providence, R. I. 

794419 Copy Holder. 8. N. MeCloud, Marysville, 
0.; assigns to Davis Chair Co. 

795104 Copy Holder. Jay Cook, Oelwein, Lowa. 


; THE ROGUE’S GALLERY 


DEWITT WHATLEY. 


Dewitt Whatley, for the past year agent for 
the Remington Typewriter Co. in Fresno, Cal., i 
supposed to have absconded with $1,000 of the 
firm’s funds. Recently, it is alleged, he sold a 
number of machines for $50 each and pocketed 
the money. E. 8. Woods, of San Francisco, issued 
the warrant for Whatley’s arrest. 





ROBERT LEE. 


This young man, who had already been arrested 


and out on parole, was arrested recently for 
breaking into a store on Pike street, Seattle, 
Wash. 
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TYPEWRITER SUPPLIES 


GOOD BETTER 





Manufactured by 


A. P. Little 














BEST 


Rochester 
New York 


COBWEB CARBON AND SATIN FINISH RIBBONS LEAD THE WORLD 


Send for catalogue showing various kinds of goods and prices. Used by the 


best Houses everywhere. 


NEW YORK PHILADELPHIA PITTSBURG 


CLEVELAND 


Inquiries from responsible dealers solicited 


LONDON, ENG. 



































By using the 


Adjustable Spring Back Chair 





for 


STENOGRAPHERS AND OFFICE MEN ‘ 


They rest your back and make work easy 
Satisfaction Guaranteed. Send for Catalogue 





The Davis Chair Co. 


S. N. McCloud, Mar. 
MARYSVILLE, : OHIO 














LAIR SO), MARIVILLE O 


NONE GENUINE WITHOUT 
THIS TRADE MARK 


AAA 
LOOK FOR TRADE MARK 


ON UPRIGHT UNDER 
BACK kEST 
































2, LLL Tip Toph y 
Duplicator 


To Prove 


en ten days’ trial. 


printers’ ink 
cators. 





or $5.00 net if you mention‘ 


Felix G.J.Daus Duplicator Co., Daus Bidg., 111 John Street, New York 


What Is Daus Tip- lop? 


that Daus’ 
is the best, simplest, and ch 
device for making 


we are willing to send a complete 





“Tip Top” Du 


100 copies from Pen-written and 
50 copies from Typewritten original 
* without deposi’ 


“ Duplicator 


No mechanism to get out of order, no washing, no press, no 
The product of 23 years’ experience in Dupli- 
Price for complete apparatus, cap size (prints SX in. 
by 13 in ), $7.50, subject to the trade discount of 33% per cent., 

‘Office Appliances.”’ 


licator 
1ea pest 




















WANT COLUMN ;} 


Ten Cents per Line of Seven Words > 





$25,00 REWARD 
Twenty-five dollars reward will be paid for in 
recove ry of 


formation that will lead to the 
EACH of the following typewriting machines: 
POO, BOM Pec tcccaccs No. 6 Remington 
No. 108,569...........N0. 6 Remington 
Ni . <&), See ...-No. 8 Remington 
Ne 134,546...........No. 6 Remington, Elite Type 
J. N. HAIGHT, 
No. One Madison Ave., New York City, N. ¥ 


HOW MANY TYPEWRITER REPAIRMEN ARE 
THERE in the U. S.? We are getting up a Repair 
men’s Directory. S« nd in your name and addresses, 
boys, and when completed you can secure a copy of 
the directory at cost. Send names to “TYPEWRITER 
— 609 Postal Telegraph building, Chi 
cago, Ill. 


A REPAIRMAN with an 
on all makes of machines, 


experience of 


vears, remode ling, re- 


building anil overhauling, intends making a 
change from present position to one offering 


permanency and salary corresponding to quality, 
quantity of work and experience. No more 
thorough man in this line of work can be found. 
Address L. M. G., care OrricE APPLIANCES, Re- 


publie Bldg., Chicago, 

SALESMAN WANTED—To sell a_ standard 
make of ribbons and carbon paper. Address 
Snelling & Son, 225 34th street, Brooklyn, N. Y. 


WANTED—An Al foreman for repair depart- 


ment. Only such as thoroughly understand the 
Smith-Premier typewriter, and abstain from the 
use of liquor need apply. Address W. A. C. B., 
care OFFICE APPLIANCES, Republic Bldg., Chicago. 


POSITION WANTED By experienced 
writer repair man. Prefer having charge of as- 
sembling department or repair department of 
standard machine. Address J. G. T., 46 Sherman 
Roxbury, Mass. 


type- 


street, 


WAN TED—Experienced 
especially linens and bonds, 
partment of typew riter 
plicants must be and state full det 
to previous experience; force and executive ability 
required, C. T. M., Syracuse, N. Y. j 


man in paper line, 
to take charge of de- 
and supplies. Ap 


papers 


under 39 ails as 


WANTED-— first-class salesman for standard 
tvI riters. Salary and commission. C. Wiser, 


Powers building, Rochester, N. Y. 


INCORPORATIONS 


Connard Hocking Co., of Chicago, Ill... capital 
$30,000, for the manufacture of accounting sys 
tems. Incorporators are Milton A. Connard, Wn 
( Hocking and Wm. Neil 

Office Supply Co., Chieag [l}., capital $25 
Incorporators: W. J. Watters, Alex. Wa s 
N. EF. Olsen. 

Post Dater Co., Wil gton, N. C., e¢apital $50, 
000. Ineorporators: Thos. R. and James F. Pos 
ind Thos. Wilson. [fo manufacture detachal 
autograph daters and other inventions. 

Nicholson Co., Newark, N. J.. capital ~ ) 
Incorporators: David C. Seymour, Chas. J. Norris 
and Chas. G. Norris 

United States C« Register Ci Toled ) 
capital $50,000. Inecorporators: G. S. Powe \\ 
G. Nagel, W. P. ‘Tyle R. Fuller and H. |} 
Adams. 

Thomas Statione1 Mfg. Co.. Springfield, O 
capital € 100,000 I) rporators: (has H 
Brat Harrv | Betts, | W. Bailey, Alice P 
Smit ind H. B. ¢ for For the manufactur 
ot velopes, } rs and office specia 

Des Moines Cabinet Des Moines, Ia., ea 
tal $10,000. Ineorpor rs \. Clemens, R. J 


and J. J. Van Or For the manufact 


Clemens 


of cabinets and office fur e 

Weston Paper Co., Rochester, N. Y., capita 
$10,000. Incorporators are Hy. V. Woodwar 
Wateon A. Brown, M. M. Woodward and F. D 
Brown. For the manufacture of office supplies 
typewriters, etc, 

Devoy-Phillips Co., Syracuse, N. Y., capital $1 
CO, In orporators John Devoy, Anna M 
Devoy, Chas. H. Phillips and Albert Phillips. | 


supplies, et 


the manufacture of pens, office 








OFFICE APPLIANCES 














Rapid Mechanical Calculation 


The New Mode! Comptometer solves any business or scientific 
calculation instantly and noiselessly. It has a light, uniform key 
touch, and adds instantly at one stroke as many keys in separate 
columns as the hand can reach. 


Samples of Duplicate Orders in Different Lines of Business: 


Chicago, have in daily use .. 131 

U.s 117 
~ I sbureh, Pa . 4 
N.Y.c.&H x R. R. Co.. New York City 32 
, I Newark, N. J ; + 21 
~ H y.¢ Louis, Mo 22 


In Every Speed «« Accuracy Contest 


which was open to all classes of machines, operators on the 


Comptometer 


won all prizes 
Offered by Chicago’s First Annual Office Appliance and Business 
System Show, Coliseum, Chicago, March 15th to 22d. 
All previous records cut in two, 





MISS ANNIE MALONEY perator at MISS CARRIE DE WINE, operator at 
Marshall Field & Co.'s retail added correct the C. B. & Q. Ry. freight auditor's office. 
ly «0 department store checks in 4 minutes performed correctly 25 multiplications in 3 
an seconds minutes and 16% seconds. 

MISS MAE BARCLAY, operator at Illi- MISS H. S. PEMBROOKE, operator at 
1018 ul RR. freight auditor's office Marshall Field & Co.'s wholesale performed 
added « : six colum: f numbers correctly 25 multiplications in 3 minutes and 
equal t x large ledger pages, in 4 minutes 2 seconds 


The Comptometer outclasses all other machines for addition or multiplication. 
Felt & Tarrant Mfg. Co., 52-56 Illinois Street, Chicago. 
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TO OFFICE ° 

apeiance DEALERS These and 2O Other Loose Leaf Devices 
Is your field to choose from if you handle our line. That alone is a decided 
advantage to dealers because there is nothing in the loose leaf device line that 
wecan't furnish youinstantly. We have no side issues but devote our entire 
time, attentionand ingenuity tomaking these devices, and to perfecting machin- 
ery which will enable us to lower their manufacturing cost. And this is one 


reason why dealers say; OUR PRICES ARE LOWER 
= —_— and that with our line they make more money, get 
more return orders and have a better and more satis- 
factory line of goods tohandle. _ Dealers, buyers, salesmen 
all who handle loose leaf ggods should have the 


C. S. & R. B. COMBINATION CATALOGUE 


and Price List at their elbow. Gives fullest loose leaf in- 
formation obtainable. Shows everything ever made by 


anyone, and a number of things made by no one but 
ourselves. 2 ASK US FOR IT. 
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Tn, 
THE *R, B.”’ LOOSE LEAF LEDGER 
THE **CRESCENT’’ TRANSFER BINDER 


These devices and 20 OTHERS are made by the 
World’s Leading Loose Leaf Device 
Manufacturers 


The C. S. & R. B. CO. (incorporates) 


Chicago Shipping and Receipt Book Company 
180-490 W. Kinzie Street, Chicago, Illinois. 


Dennison & Sons, ; 4-10 Liberty St., New York, N.Y. 
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THE OLIVER RECORD 


Has Never Been Equaled 
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The OLIVER offers a better opportunity to wide-awakKe men 
than any other typewriter on the market. 
Look around you and see. 


Thc. 


OLIVER 


Typewriter Co. 


General Offices, Monroe Street and Wabash Avenue, CHICAGO, ILLS. ~— 


















